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. J. Motor Club 

Behind Company 
Newly Organized 

Motorists’ Casualty Insurance Co. 


Has As Its Head President 
of Club 


IT HAS 7,000 MEMBERS 
To Write Them At Start, But May 
Sell Policies To General 
Public 





New Jersey insurance men sat up and 
took notice this week when they heard 
the Motor Club of New Jersey is going 
into the insurance business. It has about 
7,000 members. 

This club is back of the Motorists’ 
Casualty Insurance Co. of New Jersey, 
which has been organized to write prop- 
erty damage, collision and public liability 
for the stockholders and members of the 
Motor Club. As the club offers road 
emergency service, repair aid, legal help, 
bail bonds, maps and discounts on oil and 
gasoline purchases it will be seen that 
the local agents writing car insurance 
will be up against the same type of com- 
petition which has caused so much con- 
troversy on the Pacific Coast and else- 
where when motor car clubs have de- 
cided to make insurance an adjunct. - In 
the case of the Jersey club, however, 
the organization of the insurance com- 
pany gives a different twist to the situa- 
tion. 

Talk 20% Lower Premium Cost 

The organizers of the new company 


‘ say that by specializing in the group 


plan of insurance and negotiating di- 
rectly with the membership of the club 
there is eliminated the cost of organiz- 


‘ing and the expense of conducting an 


agency plant. That saving will be re- 
flected in a 20% reduction in insurance 
cost, the company says. At the begin- 
ting the company will write for stock- 
holders and members only, but it is inti- 
mated that later the general public will 
e solicited. The capital stock of the 
surplus, $75,000. 


There will be 60,000 shares of stock, to 


be sold at $3.75 a share of which $2.50 
will be applied on the capital and $1.25 
on the surplus. It is announced there 
will |e no promotion expenses. 

The officers of the organization are 
as ji llows: president, Harry Green, 
Presi'ent of the Motor Club of New 
Jersey, general counsel for the Ameri- 
can tankers Investment Co., and the 
American Bankers Acceptance Corp.; 
vice-nresidents, George M. Demarest, 
form rly special agent, Insurance Com- 
Pany of North America in Pennsylvania 
and -laim adjuster for the Independent 
Bons ng & Casualty of Newark, and Hy- 
man “riedman, member of the New Jer- 
Sey ‘eal Estate Commission; secretary, 
Ira} Katchen, counsel for the Drug- 
fist 3. & L. Association, president of 
the ‘ ccurity Finance Co., and president 
. th _Urban Funding Corp.; treasurer, 
rr ». Carney, vice-president, Motor 

1D 


of New Jersey; counsel, Kearney 
(Continued on Page 38) 





PHOENIX 


Assurance Company, Ltd. 
of London 
150 William, Street, New York 





A corporation which has stood the test 
of time! 146 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


indemnity Company 


150 William Street, New York 











The White: Fireman* 


Lays a Cornerstone 


You will be interested in the results of the 
White Firemen’s efforts to influence civic 
building codes. For the whole story, see the 
White Fireman in The Saturday Evening 
Post for November 10th, and in Novem- 
ber issues of Atlantic Monthly, Golden Book, 
Harper’s Magazine, Review of Reviews, 
Scribner’s Magazine and World’s Work. 
The White Fireman in the ine adverti: of 

* the Insurance Company of North America represents the 
loss-prevention engineering service supported by insurance 
companies. This advertising is informing millions of prop- 
erty owners of the constructive work that is being done. A 
each advertisement tells property owners that they may 


secure loss-prevention engineering service through respon- 
sible insurance agents. 




















We Tune the Instrument 
A man’s mind is an instrument. To be successful as a producer of life 


insurance it must be tuned to the necessities of the business. It must be 
adjusted to the finding of prospects, to effective approach, to interview- 
control, to definite closing. Into this mental mechanism must be fitted 
knowledge of how life insurance covers specific needs, and knowledge 
of company policies and practices. 


This tuning and training the Penn Mutual supplies to its representa- 
tives, together with General Agent and Home Office co-operation, skilled, 
willing, ample. 


In our agency expansion program we have room for men and women 
who greatly desire to excel and profit. 


Wm. A. LAW, President 
Wm. H. KINGSLEY, Vice-President HUGH D. HART, Vice-President 


The Penn Mutual Life Insurance Company 
Independence Square 
Philadelphia, Pa. 
Founded 1847 














Publicf{Men And 
Broadway Stars 
At Agent’s Dinner 


Ottinger, Lehman, Walker, Cope- 
land and Others Praise Harry 
Cooper, Travelers 


VAUDEVILLE WORLD THERE 


Eddie Cantor, George Jessel, 
Sophie Tucker and Howard 


Brothers Entertain Crowd 








Harry Cooper, a former very well- 
known vaudeville comedian and actor, is 
an agent of the Travelers Insurance Co. 
His friends decided to tender him a din- 
ner upon his fiftieth birthday and it was 
given on Sunday night of last week. 
The turn-out at this dinner was some- 
thing extraordinary. The toastmaster 
was Irving O’Hay, soldier of fortune and 
famous lecturer and after-dinner speaker. 
The speakers were some of the best- 
known men in public life. 
the nominee for governor 
in this state, Albert Ottinger; the Demo- 
cratic nominee for lieutenant governor, 
Herbert H. Lehman; and one of New 
York’s United States Senators, Royal S. 
Copeland, to 
James J. 
who 


For instance, 
Republican 


say nothing of Mayor 
Walker, were four of those 
addresses. Eddie Cantor, 
$5,000 a week comedian; George Jessel, 
Broadway star, and Bugs Baer, humor- 
ist and column writer, were also on the 
program, and everybody showed up. 


Broadway’s Best In the Way of 
Entertainment 

The evening was one of the most re- 
markable tributes ever given to an in- 
surance agent in this city. On the dais 
were a judge or two and some city offi- 
cials. The audience numbered twelve 
hundred; the place was the Commodore 
Hotel. 

Following the speaking there took 
place a vaudeville show lasting until 2 
o’clock in the morning with such stars 
as Sophie Tucker, Eugene and Willie 
Howard and Harry Richman. 

Colonel Lehman told the guests of the 
work Mr. Cooper has done for the chil- 
dren of the city and others who were 
in need of being cheered up. Senator 
Copeland said that he had often run 
across Harry Cooper while doing welfare 
work. “He has helped many to be 
happy,” he declared. 

George Jessel, former star of “The 
Jazz Singer,” now in “The War Song,” 
gained his early stage experience work- 
ing under Cooper. Speaking of the play 
in which he made his greatest success, 
Jessel said: “After a hit has been pro- 
duced, the author, actor and manager are 
usually swamped with plagiarism suits by 
people who claim their brain child has 
been stolen. But this could not happen 
with ‘The Jazz Singer,’ for it is a page 
from Harry Cooper’s life. His father 
was a great cantor, but one Yom Kippur 
he was unable to sing. Harry, who was 


(Continued on Page 10) 
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EE THE MAN carrying the cont-tey. 


W hat is the man s name? Some say the 
man s nameis Hoo-ver, others say it is Sm-ith. 
Why Hoo-ver? O because he is an en-gin- 
eer who or-gan-~ized service to feed the starv- 
ing Eur-o-peans and later be~came sec-re-tary 
of Com-merce. Why Sm-ith? Why be~ 
cause he or-gan~ized ser~vice to the people of 
the Em-pire State and be-came very pop-u-lar 
as gov-ern-or for four(4) terms. Well what 
is Or-gan-ized Ser-vice ? ? ? Or-gan-ized 
Ser-vice is some-thing every~man should 


use in order to get what he wants. 


ut ue ut 


—Organized Service— 


THE KEANE - PATTERSON AGENCY 
MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 


225 WEST THIRTY-FOURTH STREET, NEW YORK CITY 


Telephone Chickering 2384 





————— 
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LEYENDECKER BRANCH 


225 BROADWAY, NEW YORK CITY 








ose 





Telephone Chickering 8645 
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Rogge’s Letters Win 
Approach With Ease 


ARTICLE ABOUT HIM IN “FORBES” 





New York Agent’s Letterheads and 
Note Paper Attract Writer’s Atten- 
tion; His Park Avenue Home 


Some extracts from the article in 
“Forbes” about Charles P. Rogge, insur- 
ance agent, New York City, describing 
his ncthods, which will interest insur- 
ance men follow: 

Mr. Rogge lives in a penthouse atop a 
tall Park avenue apartment hotel. His 
office opens off the lobby on the ground 
floor—two parlors, richly but quietly fur- 
nished, with a few desks and typewriters 
casually distributed about them. Half a 
dozen clerks worked silently. A battery 
of French-type telephones is within Mr. 
Rogge’s reach. His flaxen-haired son, 
aged two, romps in for a kiss from Dad- 
dy. He is at his desk every morning at 
eight, out by nine, back by five. . He 
dictates letters and memoranda with un- 
hurried dispatch but with unmistakable 
zest. When I arrived he was dictating 


a letter than went something like this: 
Dear Mr. ‘ 


It is said you are a keen sportsman. 

In that spirit I will match you on a proposi- 
tion. The Company’s Special Policy 
designed for Floor Members on whom their 
firm’s success largely depends, is still available. 
If you will detach the stub of the enclosed card 
and hand it to my messenger, I will take two 
minutes of your time tomorrow to show you 
an exact analysis of your situation and why you 
should have $1,000,000 of this Special. 

This letter was written on small size 
note-paper. A copy of it went into one 
of the several neat loose-leaf books that 
stand on Mr. Rogge’s desk. I was al- 
lowed to look through one of these 
books. Very few letters were longer 
than this one. Many were briefer. There 
were hundreds of them. Every one of 
them was different—individual. 

He has a formula for the interview: 
“Get in, get through, vet out.” He nev- 
er spends more than a few minutes with 
a prospect. He says just as little as 
possible. Not long ago during an at- 
tack of laryngitis, he sold one man $380,- 
000 worth of insurance in ten minutes 
without saying a word. 

His Letters 

Mr. Rogge’s stationery and printing 
bills are prodigious. His note-paper is 
of the finest quality. The cards which 
we will examine presently are beautiful- 
ly printed on fine stock. His envelopes 
are made of safety paper like that used 
for checks. None of his “approach” let- 
ters ever benefits the Post Office; each 
is sent by special messenger, who waits 
for a reply. And the desired reply is 
made extremely easy. Enclosed with 
the letter is a white card succintly pre- 
Senting the proposition and provided 
with a detachable stub. The prospect 
is requested merely to tear off this stub 
and hand it to the messenger. What a 
lot of “sales resistance” that is merely 
lack of time or inclination to write or 








j dictate a letter, is overcome by that 


simple device! 

Usually there is at least one other 
card «nclosed, containing actual figures, 
an analysis in skeleton form, instantly 
intel zible to the business eye. These 
cards are on tinted stock, and at the 


n 


head ft each is fixed the seal or device 
of weichever great insurance company 
18 Issuing the recommended policy. These 
Seal: 


are embossed on incredibly thin 
shee: metal, and are affixed to the cards 


with collodion—the only thing discover- 

mt hat will hold metal and paper to- 
Sc:ictimes, too, there is enclosed a 

Card ‘isting the firms, members of which 

have taken the special policy in ques- 

tion. On one such card I examined, 

ba ‘wo of the largest banking houses 
ed 


to appear, and the list of broker- 


age houses was a veritable roll-call of 
the Street.” 


New Group Law Affects 
Trades Union Cases 


CHANGES IN MASSACHUSETTS 





Acting Insurance Commissioner Calls At- 
tention to Limitations on Writing 
Those Cases 





Acting Insurance Commissioner Ar- 
thur E. Linnell of Massachusetts has 
sent a letter to all life companies writ- 
ing group insurance under authority of 
a law passed by this year’s legislature, 
calling attention to the new regulations 
which provides that trade unions which 
secure group life insurance policies must 
insure all the members of the union 
actively engaged in the same occupation, 
or, if the insurance is on a contributory 
basis, must offer it to all eligible mem- 
bers, not less than 75% of whom are to 
be insured. 

The letter follows: “Section 133, 
Chapter 175, of the Massachusetts Gen- 
eral Laws was amended in 1928 to per- 
mit group insurance on the members of 
any trade union association of wage 
workers whose principal obiect is to 
deal with the relations between employ- 
ers and employes relative to wages, 
hours of labor and other conditions of 
employment. 

“Further, Section 133 requires that a 
group life insurance policy issued to a 
trade union shall insure all of the mem- 
bers thereof actively engaged in the 
same occupation, or, if a contributory 
basis, shall be offered to all eligible 
members, not less than 75% of whom 
are to be insured. 

“Representatives of life companies 
writing group insurance in Massachu- 
setts have been soliciting, and have fur- 
nished illustrations and figures to or- 
ganizations, the members of which are 
obviously uninsurable on a group basis 
under our laws. 

“Credit unions, mutual aid associations, 


Jas. Timpson, For Many 
Years With Mutual, Dies 


A KEEN JUDGE OF SECURITIES 


Had Been Second Vice-President and 
Financial Manager of Company; 
Was 67 Years Old 


One of the well-known figures in life 
insurance finance, James Timpson, for 
years second vice-president and finan- 
cial manager of the Mutual Life, died a 
few days ago at his home in Woodmere, 
L. I., following an illness dating back 
some months. He was 67 years old, and 
had been in a state of coma for several 
days preceding his death. 

Born in Brooklyn, Mr. Timpson joined 
the Mutual as a clerk fifty-two years 
ago. He held various positions until 
made the financial manager of the com- 
pany where his judgment of security 
values was one of the keenest in the 


city. He was everywhere recognized in 
the Wall Street section as an expert in 
his line. 

Mr. Timpson was a director of the 
Brooklyn City Railroad, Mercantile In- 
surance Co., United States Mortgage & 
Trust Co., United States Safe Deposit 
Co., and North British & Mercantile. 

His clubs were the Metropolitan, 
Rockaway Hunt, Hamilton, Garden City 
Golf and the Turf and Field. He is sur- 
vived by a widow, a daughter and a son. 





fraternal societies, etc., and any such or- 
ganizations within a labor union that do 
not include all members of the labor 
union, cannot be insured on a group 
basis. We shall require a strict com- 
pliance with the Sections 20 and 133-136 
inclusive of our laws in writing of group 
life insurance in this Commonwealth.” 





Ln 








Founded: 1867 








GOOD MANAGEMENT 


is of vital importance in the con- 
duct of any life insurance company. 


The management of the 
Equitable Life Insurance Company 
of Iowa has been good because the executive officers 
feel a deep responsibility for the excellent reputation 
of the Company, its financial stability, service to its 
policyholders and assistance to agents. 


The broad, understanding spirit of cooperation 
with the field force in the Home Office is outstanding. 





Home Office: Des Moines 














Farm Problems Taken 
Up By “Little Entente” 


ALSO INSURANCE TWISTING 





Farm Mortgage Managers May Hold In- 
formal Get-Together On Their 
Field Problems 





At the meeting of the “Little En- 
tente,” the informal get-together or- 
ganization of a few of the life compa- 
nies, held in Philadelphia recently, 
among the subjects that were discussed 
was conditions in the farm mortgage 
field. Standardized: practice and field 
conditions such as renewal switching, 
came in for consideration. The large 
turnover in farm mortgages has always 
been one of the problems of the busi- 
ness. One thought brought out at the 
meeting was the possibility of prevent- 
ing mortgage bankers, or financial rep- 
resentatives of the companies in the 
farm loan field, from “lifting” mort- 
gages and placing them with other com- 
panies. The payoff privilege, a generally 
recognized feature of farm mortgages, is 
the entering wedge by which the mort- 
gage man disturbs a mortgage already 
lodged with one life insurance company 
and places it with another. The mort- 
gage men are believed to be successfully 
playing one company off against another 
in this and other respects. 

The farm mortgage managers of the 
companies may be invited to an infor- 
mal get-together for further discussion 
of their common problems. One result 
might be a joint study of renewals and 
interest rates by territories, which would 
bring to light the sections where the 
most unfavorable conditions existed. 

Another subject that was considered 
was the possibility of refusing commis- 
sions on twisted life insurance business. 
This would get at the heart of the dis- 
turbing of hmited payment insurance 
which is held to be too common a prac- 
tice in competitive production. 





NEW LIFE OFFICE IN NEWARK 





Jefferson Standard Establish Second 
Branch Agency in N. J.; Joseph S. 
Fein Made Manager 
The Jefferson Standard Life this week 
opened an office in Newark which will 
be under the management of Joseph S. 
Fein and located on the sixth floor at 

40 Clinton street. 

Mr. Fein has had a wide and varied 
experience in the life insurance field of 
more than twelve years. For a number 
of years he was associated with the 
Brooklyn office of the Metropolitan 
Underwriting agency, starting as a 
clerk and at the time of his severing his 
connection with the organization was 
general manager. 

Since that period he has been asso- 
ciated with the Metropolitan Life, The 
Prudential and the Travelers. The new 
office will have full charge of the north- 
ern section of New Jersey and Mr. Fein 
plans to appoint about one hundred 
agents and a number of supervisors in 
each county. The only other office of 
the company in New Jersey is located 
in Camden which has full supervision for 
the southern part of the state. 

The company has a capital of $1,000,000 
and at the close of 1927 showed assets 
of $40,410,350; surplus unassigned funds 
including capital, $2,850,000; insurance in 
force, $322,059,129. Its home office is lo- 
cated in Greensboro, N. C. 





PLEDGE $18 INCREASE 


The Colonial Life has received signed 
pledges from many of its agents who 
promise to work for a minimum increase 
of $18 for the next thirteen weeks. Ac- 
cording to a writer for “Colonial News,” 
this amount is not unreasonable. Any 
industrial man who will earnestly devote 
himself to his work can accomplish this 
object—an average increase of not less 
than $1.50 a week. 
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Hart Sees Passing Of 
Small Caliber Managers 


SEES BIG GEN’L AGENCY TRENDS 





Companies Must Build On. Production by 
Man Power Development; His 
Analysis of Agencies 





In Philadelphia there is a lunch organi- 
zation of insurance managers called the 
Friendly Conference of General Agents, 
Managers and Superintendents of the 
Philadelphia Association of Life Under- 
writers. At the last meeting, E. J. Ber- 
let in the chair, Hugh D. Hart, Penn 
Mutual, was the principal speaker. His 
topic was the life insurance share of the 
consumer’s dollar, but the talk had con- 
siderable to do with future leadership 
of agencies and agency building. In his 
opinion the day of the small agency, 
headed by small caliber men, is passing. 
He declared that twenty-five $1,000,000 
agencies cost the companies more than 
one $25,000,000 agency. In the event 
of the death of one of the $1,000,000 gen- 
eral agents the company would find it 
difficult to find some one to succeed him 
of the type wanted as the high caliber 
man would not be particularly interested. 

In forecasting changes in the business 
Mr. Hart declared that the company 
which bears down on volume is beginning 
its expansion in the wrong direction. In 
his opinion man power development was 
the first consideration. “Get the right 
men and the volume will take care of 
itself,” he said. He believed in super- 
vision by ideas and ideals. Mr. Hart 
named twelve typical types of general 
agencies which have come under his 
observation. 


Classification of Agencies 


They were these: 

The agency wrongly located in a territory not 
fitted for a general agency. 

Agency headed by general agent at heart 
opposed to full time agency. 

Agency headed by man too old to develop 
company’s manpower development. 

Part time general agent. 

Tight wad agency. This type of agency, he 
remarked, will slowly kill itself. 

Reform agency, building on past errors. 


The has-been agency—working on its past 
reputation. 
Agency whose general agent is a personal 


producer with no agents and no desire of ob- 
taining any. This type of general agent he 
said was striking at the heart of the general 
agency system. He was not fulfilling his con- 
tract with his company and had the contract 
solely to obtain higher commissions. 

Brokerage agency that has practically no full 
time men. 


At this juncture Mr. Hart stated that 
he believed the medical selection as ap- 
plied to mortality experience was taking 
a smaller part with the companies as 
against agents selection of mortality and 
he urged his audience in helping to main- 
tain the proper mortality experience. 
“The man,” he declared, “who says I rep- 
resent the client and not the company 
assumes a dangerous attitude towards life 
insurance companies.” He said that a 
more careful selection of business is nec- 
essary and that it was part of the agents 
and the general agents’ work in securing 
this selection. Continuing his classifica- 
tion he said: 

Agency that has no full time agents, a few 
part time stragglers and no definite method of 
building up the agency. At this point, Mr. 
Hart remarked that the Penn Mutual had sent 
a man around the country to interview success- 
ful agency builders on their methods. And 
“the average man, he found, didn’t have any 
He didn’t know how it was done. He 
was just drifting.” 

Agency that has few full time men and no 
definite plan. 

Agency that has full time men and a definite 
plan. This type of agency, he said, was the 
one that would succeed. 


plans. 


Mr. Hart in discussing the life insur- 
ance end of the dollar brought out some 
points he had made in former addresses. 


PICTURE TALK IN JERSEY 





Business Club Hears Trust Officer Tell 
of Value of Insurance 
Trusts 


Following the regular luncheon meet- 
ing of the American Business Club at 
the Eagle Lyceum, Hudson City, N. J., 
last week an impressive illustrated lec- 
ture on the “Value of Insurance Trusts,” 
by J. William Grimminger, trust officer 
of the Trust Company of New Jersey, 
was given. 

The speaker stressed the importance 
of appointing a reputable benk or life 
insurance company to handle life insur- 
ance problems instead of leaving the re- 
sponsibility of investing the insurance 
proceeds to a widow who has had little 
business experience. 

“The trust fund ‘dea is a necessary 


protection to safeguard families from 
poverty through unwise speculation,” 
said Mr. Grimminger. It allows the 


widow ample funds to provide a com- 
fortable living for herself and her chil- 
dren from month to month, and invests 
the balance in sound securities which 
earn a safe premium, he said. 

The motion picture showed a man who 
left a widow and two children with in- 
surance amounting to $25,000. It was 
his wish that his only son should re- 
ceive a college education and be equipped 
to have a fair start in the business world. 
Anxious to have the money earn quick 
returns, the widow invested in worthless 
oil stocks and lost the money. Conse- 
quently the son was obliged to forfeit 
his education and try to support the 
family on a small salary. 





Agents of the Equitable Society in Ok- 
lahoma City have formed a bridge club, 
to meet every two weeks. 





Assets Over 


dends of the mutual. 


company. 





ACACIA MUTUAL LIFE ASSOC 


Insurance in Force Over.... 


ee ey 


ey 


THE IDEAL POLICY 
The low initial premiums of the stock company, combined with the diy: 
A privilege a Master Mason cannot find elsewhere 


ACACIA agents place more insurance per capita than agents of any oth 


RENEWALS BASED ON VOLUME OF BUSINESS— 
NOT ON PREMIUMS COLLECTED 
If you care to better your position, write to 
WM. MONTGOMERY, President, Washington, D. C. 
101 Indiana Avenue 


ATION 


$284,000,000 








President Clark Names 
National Committees 


FOR LIFE UNDERWRITERS ASS’N. 





Strong Personnel Drawn on to Carry 
Forward Work of National Field 
Organization 





Paul F. Clark, president of the Na- 
tional Association of Life Underwriters 
has announced the standing and special 
committees of the National Association 
for 1928 and 1929, as follows: 

Membership—George W. Ayars, chair- 
man; Howard Cammack, Robert L. 
Jones, William B. Henderson, Tecum- 
seh Kilgore, David E. Sprague, Harvey 
Weeks. 


Publications — John C. McNamara, 


chairman; Ernest J.. Clark, Herman P. 
Jeffers, Alfred C. Newell, John A. Ste- 
venson. 

Law and Legislation—Henry J. Powell, 
chairman; Edward S. Brashears, John 





time of its settlement? 


50 UNION SQUARE 





L™ InsurANCE is no place to gamble. 
oftentimes are left thoughtlessly at the mercy of a 
freakish “throw” of Life’s dice. 


Are disability and old age provided for, as well as 
death? — Are all these advantages accruing to a named 
beneficiary extended to a secondary or “contingent” 
beneficiary? — Will surviving partners draw the full 
benefits contemplated, from the “business” policy at the 


Guardian representatives are well-trained, 

thorough, and sincere, —fully equipped to 

keep all possible “gambles” out of the 
contracts they place. 


THE GUARDIAN LIFE INSURANCE COMPANY 
of AMERICA 
“The Company that Guards and Serves” 









No Place 
for 


Gambling 


Yet its contracts 


NEW YORK CITY 





L. Shuff, Merle G. Summers, Louis S. 
Welch. 

Education—Miss B. B. Macfarlane, 
chairman; C. Vivian Anderson, H. P, 
Gravengard, A. C. Larson, Guy Mac- 
Laughlin, Charles L. Scott, E. J. Sisley, 
George Tracy, W. W. Winne. 

Institutional Advertising—Julian  §, 
Myrick, chairman; E. J. Berlet, J. EI- 
ton Bragg, Frank H. Davis, William M. 
Duff, Emmett Peebles. 

Co-operation with Trusts Officers— 
Franklin W. Ganse, chairman; Rushton 
Allen, William M. Duff, Arthur P. Hol- 
man, George E. Lackey, Graham C. 
Wells, S. T. Whatley, Milton Woodward. 

Co-operation with U. S. Chamber of 
Commerce—J. Voshell, chairman; 
Gordon Campbell, George L. Dyer, E. 
B. Hamlin, John L. Shuff, R. L. Ste- 
phenson. 

National Councilor in U. S Chamber 
of Commerce—Franklin W. Ganse. 

Convention Program—J. Elton Bragg, 
chairman; William M. Duff, Chester 0 
Fischer; Clay Hamlin, John C. McNam- 
ara, Robert M. Ryan, John A. Steven- 
son. 

General Convention—Edward S. Bra- 
shears, chairman; P. M. Fraser, Ernest 
W. Owen, Fred G. Pierce, Leonard 0. 
Spaulding, J. Wibert Spence. 

By-laws—Charles CC. Gilman, chair- 
man; M. J. Dillon, R. F. Lawton, H. 0. 


‘ Wilhelm, Gustave Wuerth. 


Resolutions—Chester O. Fisher, chair- 
man; J. Stanley Edwards, William 
Goldman, Maurice H. Stearns, Leon A. 
Triggs. 

International Council—J. Newton Rus- 
sel, chairman; John W. Clegg, Niel D. 
Sills, W. Lyle Reid, J. J. McSweeney, 
E. Morwick. 

Senior Council—J. Stanley Edwards, 
chairman; L. Brackett Bishop, Ernest J. 
Clark, John William Clegg, John Dolph, 
A. O. Eliason, Frank L. Jones, Frank E. 
McMullen, Julian S. Myrick, Henry J. 
Powell, Lawrence Priddy, John Newton 
Russell, Jr., Charles W. Scovel, John L. 
Shuff, Neil D. Sills, Jonathan K. Voshell, 
Graham C. Wells and Hugh M. Willet. 





POLICY NO. 100,000,000 





Issued by Metropolitan Life Last Week; 
15 Year Endowment on 
Boy of 11 


The Metropolitan Life last weck is 
sued Industrial insurance policy No. 
100,000,000. The policy is a fiftee: said 


endowment policy for Donal’ © 
Schneider, age eleven years, of edar 
Grove, N. J., and calls for the pa ment 
of $160 at maturity. The company » first 
Industrial policy was written in \ vem- 
ber, 1879, one year less than /ulf 4 


century ago. : : . 
During the week Industrial poli » No 


100,000,000 was issued, 73,779 oth: > In- 
dustrial policies were issued by the some 
office of the insurance company. The 
total insurance represented by thee In 


dustrial policies is approximatel) $14, 
750,000,000, 
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Equitable’s New Superintendents 





Agency Division Announces Appointments And 
Territories Of W. G. Fitting, H. C. Nolting, 
F. B. Runyon, P. L. Girault, Jr., John 
T. Haviland And W. M. 
Rothaermel 


. Equitable Life Assurance Society 
has appointed six superintendents of 
‘ies who will co-operate with the 


hone office and field in matters which 
affect. organization and production. 
“The Society’s organization has ex-— 
panded so much that the men in the 
field are entitled to increased home of- 
fice co-operation and a more expeditious 


handling of many problems which arise 
in their respective sections,” says Frank 
L. Jones, agency vice-president. 

The superintendents and their terri- 
tories follow: William G. Fitting, New 
York metropolitan department; Harold 
C. Nolting, Southern department; Frank 
B. Runyon, home office department; P. 
L. Girault, Jr., Central department; John 
T. Haviland, Eastern department; W. M. 
Rothaermel, Western department. The 
careers of these men follow: 

Messrs. Fitting and Nolting 

Pg a little less than twenty years 

, William G, Fitting entered the serv- 
ice of the society as a clerk in the sta- 
tistical department of the home office. 
His progress was rapid. He gained val- 
uable experience in various branches, in- 
cluding the auditing and agency depart- 
ments and was in 1917 transferred to 
Chicago, where he served in numerous 
ways in the reorganization of the so- 
ciety’s agencies in that city. He be- 
came assistant to the inspector of agen- 
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cies at Chicago, later having supervision 
over the agencies in Chicago district. 
Subsequently he was transferred to the 
agency department at the home office. 
In 1922 he was made agency supervisor 
and in 1925 received an appointment as 
superintendent of agencies. During re- 
cent years, he has given particular atten- 
tion to the society’s agency organization 
in the New York Metropolitan terri- 
tory. In addition to his duties as super- 
intendent of agencies in the New York 
department, Mr. Fitting will have charge 
of an agency of his own. By reason of 
his intimate knowledge of and close as- 
sociation with New York City agency 
operations, Mr. Fitting will be able to 
render exceptional service in the Met- 
ropolitan District. 

Mr. Nolting entered the service of the 
Society in 1910 as a clerk in the St. 
Paul office, advancing to assistant cash- 
ier. Subsequently he was transferred to 
agency work and acted as an assistant 
manager under W. W. Klingman. He 
gained valuable experience in that rap- 
idly growing agency in connection with 
the performance of a wide range of of- 
fice and field duties. He served as act- 
ing agency manager in 1919 during Mr. 
Klingman’s absence. In 1922 he was 
transferred to the home office as a field 
supervisor for the Home Purchase De- 
partment in which capacity he traveled 
extensively. He was later assigned to 
the Society’s agency department and in 
1923 was appointed agency manager at 


Jacksonville, Fla. Within a brief period 
Mr. Nolting built a highly productive 
agency organization in that state, in- 
creasing the paid business from $3,900,- 
000 in 1923 to $13,200,000 in 1927, The 
Florida agency qualified a delegation of 
twenty-nine to the Atlantic City con- 
vention this year and under Mr. Nol- 
ting’s guidance has more than kept pace 
with the growth and development of that 
state during recent years. 

Mr. Runyon has been engaged in life 
agency work for about thirteen years. 
After serving as a captain in the army 
during the World War he became asso- 
ciated with the Equitable in 1919 in the 
Philadelphia Metropolitan field, and in 
May of that year was transferred to 
Pittsburgh where he did research work 
under the late Edward A. Woods and 
afterward became a member of the per- 
sonnel committee consisting of Mr. 
Woods for the field, and Mr. Borden 
for the home office, in studying prob- 
lems of agency selection and training. In 
1920 he was transferred to the home of- 
fice and devoted considerable study to 
the analysis of field conditions and ter- 
ritorial productivity. He was appointed 
an assistant agency manager in Phila- 
delphia in 1926 and in August, 1927, was 
transferred to New York City to take an 
appointment as agency manager. In less 
than a year in the latter capacity Mr. 
Runyon made marked progress in the 
upbuilding of a live organization. 

Messrs. Girault, Haviland and 
Rothaermel 

Since entering the service of the 
Equitable nearly twenty years ago, Mr. 
Girault has been identified with the So- 
ciety’s agency organization in Chicago. 
In 1910 he was a clerk in the office of 
General Agent Courtenay Barber of that 
city but in his late ‘teens showed un- 
mistakable signs of becoming a consis- 
tent producer. Before he had reached 
his majority he had paid for over $100,- 
000 of insurance in a single year, ulti- 
mately paying for as much as $600,000 
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annually. Early in his underwriting ca- 
reer he also gave evidence of manage- 
rial capabilities. Accordingly in 1917 he 
was appointed an agency manager in 
Chicago and has in the last ten years, 
notwithstanding serious illness, built an 
organization which in 1927 won tenth 
place on the Society’s Honor Roll. 

In the short space of twelve years John 
T. Haviland rose from a modest producer 
to the head of a 000,000 agency. 
While one of the most successful agency 
organizers in the ranks of the Equitable 
he has always found time for consid- 
erable personal work, a large amount 
of which has been done jointly with 
members of his agency. He has per- 
sonally produced as much as $800,000 in 
a single year, and other business in 
which he has personally aided members 


(Continued on Page 15) 
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CARL HILLIARD graduated from Rutgers College where he 

played a prominent part in the management of athletics. Mr. 
Hilliard specialized in engineering, but like many other engineers 
he has become exceedingly successful in an entirely different field. 


He saw other college men enter life insurance and steadily forge 
ahead and he turned his interests in this direction. 
with this agency for four years and has found life insurance a fasci- 
nating and well paid profession. 


He has been 


Mr Hilliard specializes in' monthly 


I. CARL HILLIARD 


J. ELLIOTT HALL AGENCY 


THE PENN MUTUAL LIFE INSURANCE CO. 


50 Church Street, New York 
What Mr. Hilliard has accomplished under our 


training, men of similar qualities can accomplish. 





See our advertisement 
Evening Post next Tuesday and Thursday. 
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Coburn On Problems 
Involving Disability 


BEFORE ACTUARIES INSTITUTE 





President of Organization Reviews 
Trends in Company Practice 
in Use of Clause 





In his address as president of the 
American Institute of Actuaries, Arthur 
Coburn, vice-president of the North 
American Reassurance, discussed the 
problems involved in disability business, 
at the meeting this week at the Edge- 
water Beach Hotel, Chicago. Mr. Co- 
burn thought that the actuaries should 
give careful consideration to some dis- 
ability clauses such as that used by one 
or two companies which pays no dis- 
ability for the first three months but on 


four months’ disability pays from the 
beginning. Thus a clause providing for 
$250 a month would in effect pay $1,000 
for the fourth month. 

Granting disability to women, Mr. Co- 
burn said, presents serious problems. The 
statutory disability reserves are open to 
some criticism on the score of lack of 
provision for the excess rate on women 
risks, said Mr. Coburn. He also pointed 
out that in view of the established view- 
point that the medical examination for 
disability should be more searching than 
is necessary for life insurance, it is not 
surprising that the disability experience 
so far reported on non-medical business 
in the United States and Canada has 
been higher than the corresponding ex- 
perience on medical business. 
$1,000 Disability Should Be Maximum 


The principle that the larger the in- 
come the greater should be the margin 
between the disability coverage and that 
income, is now widely recognized, Mr. 
Coburn said. The view that men with 
earned incomes of $10,000 and over 
should not receive disability coverage of 
more than 50% of their income, is se- 
curing acceptance among the more con- 
servative companies. As to maximum 
amounts, he thought anything over $500 
a month disability should be undertaken 
with caution and that $1,000 should never 
be exceeded. 

Concluding his talk Mr. Coburn said: 
“In considering the trend of disability 
rates we must not overlook the close as- 
sociation that’ exists between disability 
and prosperity. Current rates of dis- 
ability, no doubt, reflect the present high 
standard of prosperity and we must be 
prepared for higher rates of disability 
with a lessening in prosperity. Monthly 
annuity disability benefits came into gen- 
eral use on this continent in 1919 and 
1920. Since 1921 we have enjoyed a 
period of unusual prosperity and it there- 
fore follows that the bulk of our expe- 
rience under the modern disability clause 
has been accumulated during a favorable 
period from the point of view of dis- 
ability. It is interesting to speculate 
what the disability rates would have 
been if business and industrial activities 
during that period had been more nearly 
normal. 

“The major part of the solution of the 
problem of disability lies in sound prac- 
tices in the underwriting of the benefit 
and the admission of claims and by close 
supervision of the disabled policyholder 
so that the company will gain early 
knowledge of recoveries. Some of us 
have laid ourselves open to the charge 








Make .Group Insurance 
Effective 


What you and your client and his 
employees get out of group insurance 
depends on how it is handled. 


Satisfy yourself that the contract and 
the claim service are unexcelled and that 
everything is done to keep the organi- 
zation interested and informed. 


Call upon our local office for a pros- 
pectus of our methods. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





of looseness in the administration of dis- 
ability benefits. 

“It is of paramount importance to us 
as actuaries that we should be alive to 
the importance of administration. In- 
vestigation should be undertaken from 
time to time as well as on any indica- 
tion of excess claims with a view to the 
discovery of possible improvements in 
underwriting and in supervision of 
claims. 

“The conception of disability insur- 
ance in this country is an evidence of 
the imagination of our actuaries. Its 
development has rendered a remarkable 
service to those homes, few in number, 
but heavily stricken by the calamity of 
disability. In placing the business on a 
self-supporting and profitable basis there 
exists an opportunity to demonstrate the 
business ability of actuaries.” 
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—STEADINESS and STURDINESS 
of New England, coupled with age and 
conservation. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 





JOIN FRANK A. DAVIS AGENCY 

Stavert Hudson, recently appointed 
home office representative of the Penn 
Mutual Life with headquarters in Chi- 
cago, has resigned that position to be- 
come a unit manager in the Penn Mu- 
tual agency of Frank H. Davis at Chr 
cago. H. Oliver Williams, until recent- 
ly director of sales promotion in the J. 
Elliott Hall agency of the Penn Mu- 
tual in New York, has also joined Mr. 
Davis’ agency. Since leaving New York 
Mr. Williams has been holding general 
agency meetings of the Penn Mutual in 
the central portion of the country, in 
preparation for the company’s two 
months’ period of policyholders’ service. 


William C. Heppenkeimer, Colonial 
Life, has been elected president of the 
Jersey City Chamber of Commerce. 





Such is the 
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Life Presidents Have 
Notables On Program 


CARTOONIST “DING” A SPEAi-ER 





Association Meeting Here Dece~ ber 
13-14 Discusses “Strengthening !\a- 
tional Unity Through Business’ 


The Association of Life Insu:ance 
Presidents sprang a surprise in th. an- 
nouncement of speakers at its a: nual 
meeting when the program disclosed that 
one of America’s most famous carioon- 
ists, J. N. Darling, known a “Ding,” will 
be a speaker. Mr. Darling lives ir Des 
Moines, Ia., and is a personal friend of 
practically all the insurance fraternity 
there, being active in the clubs and civic 
life of the town. 

The meeting will be at the Hotel Astor, 
New York, December 13 and 14. The 
usual array of notable speakers is on the 


program, Chandler Bullock, president, 
State Mutual Life, Worcester, Mass,, 
being chairman. John D. Sage, pres- 
dent, Union Central Life, is vice-chair- 
man of the speakers. The subjects fol- 
low: 

Chandler Bullock, chairman; president, 
State Mutual Life, Worcester, Mass. 

Address by: the Honorable Vincent 
Massey, envoy extraordinary and minis- 
ter plenipotentiary from Canada to the 
United States, Washington, D. C. 

“Financing Economic Progress,” 
Thomas J. Parkinson, president, the 
Equitable Life Assurance Society. 

“Broadening Insurance Coverage to 
Meet Life’s New Problems,” Harry L. 
Seay, president, Southland Life Insur- 
ance Co., Dallas, Texas. 

“Life Insurance—The Business Part- 
ner of Democracy,” Alfred Hurrell, vice- 
president and general counsel, The 
Prudential, Newark, N. J. 

“Education and Life Insurance,” Dr. 
Armistead M. Dobie, professor of Law, 
University of Virginia, Charlottesville, 
Va. 

“Fostering the Ideal of Economic In- 
dependence,” George W. Smith, vice- 
president, New England Mutual Life, 
Boston. 

Messages of Greeting from the Cana- 
dian Life Insurance Officers Association; 
American Life Convention; the National 
Association of Life Underwriters. 

Executive session to elect officers and 
for the transaction of routine business. 

Committee meetings. 

“Insurance Supervision and National 
Unity,” Hon. Charles R. Detrick, presi- 
dent, National Convention of Insurance 
Commissioners, San Francisco, Cal. 

“Advancing Social Welfare Through 
Group Insurance,” James E. Kavanagh, 
second vice-president, Metropolitan Life. 

“Serving the Nation Through Eff- 
cient Life Insurance Distribution,” Hugh 
D. Hart, vice-president, Penn Mutual 
Life, Philadelphia. 

“The Health Account on the National 
Ledger,” Gerard S. Nollen, president, 
Bankers Life, Des Moines. 

“Dev eloping the National Viewpoint in 
Business,” Alfred J. Brosseau, vice-)7esi- 
dent, Chamber of Commerce © the 
United States. 

“Highways of Power,” Russell H. Bal- 
lard, president, Southern Californ'a Edi- 
son Co., Los Angeles. 

“Interpreting the Nation to Itself.” Jay 
N. Darling, cartoonist, Des Moines, 1a 

Gencral discussion. 








GUARDIAN 


LIFE 





Established 1860 Under the Laws of the State of New York 





Tel. RECtor 7500 





MANAGERS 


INSURANCE CO. “agi. 











HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 


| 





25 Church St., New York 
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Educational Men To 
Form New Division 


AGENCY OFFICERS’ ADJUNCT 





Library of S-enarios Showing How To 
Train Agents Suggested at 
Chicago Convention 





The Association of Life Agency Offi- 

cers aud the Life Insurance Sales Re- 
search Bureau opened their joint con- 
vention in Chicago on Monday and at 
the conclusion of the first session two 
developments of importance had taken 
lace. 
The educational directors agreed that 
there should be a separate association 
for them and they tacitly agreed to 
form a subordinate section to be spon- 
sored jointly by the two parent organi- 
zations, and steps are under way to 
provide a special convention program for 
them at the next annual meeting. 

Also the educational directors, who 
were joined by many of their agency 
officers, after witnessing a new type 
slide-film scenario to be used in train- 
ing new agents, instructed the officers of 
the Research Bureau to investigate the 
feasibility and costs of developing a li- 
brary of similar scenarios to be paid for 
jointly by the several companies and 
their general agencies. 

Visual Training 

The Bureau is to make a specific pro- 
posal at a later date, and if it proves 
practicable, the life insurance business 
may expect to see the development of a 
new era of agency training, that of the 
visual. It is admitted by psychologists 
that pictures make more lasting impres- 
sions than do sounds, and it was proved 
in Chicago Monday’ when the agency 
pficers and educational directors sat in 
rapt attention as L. B. Hendershot, edu- 
cational director of the Connecticut Gen- 
eral, projected a slide-film prepared by 
his company to inform the agent of the 


workings of the home office and to give 
him a lasting picture of the detailed 
work that must be given each applica- 
tion. 

Mr. Hendershot suggested a co-opera- 
tive effort for similar films, which inci- 
dentally are not modern pictures, to be 
general in nature, but available for use 
by any company, and H. G. Kenagy, rep- 
resentative of the Life Insurance R-- 
search Bureau, told of proposals for 
making the film received by the Bureau. 
Immediately many of those present. in- 
dicated a willingness to participate in a 
co-operative slide film library. 

Urges Field Instruction Schools 


The advisability of a separate organi- 
zation for educational directors was 
urged by Pierce Young, educational di- 
rector of the Missouri State Life, who 
opened the discussion on the topic “The 
Function of the Home Office Educa- 
tional Director.” 

Mr. Young urged field schools of in- 
struction, while others, especially those 
from the smaller companies, championed 
the home office schools. The good points 
of each were discussed. The consensus 
of the discussion favored simpler in- 
struction courses which contain a mini- 
mum amount of technical information, 
and urged the necessity of having the 
home office concentrate on training men 
who could in turn go into the field to 
train the agents. The value of agency 
training was conclusively proven by 
several when they compared the produc- 
tion of the trained agent with the old 
timer who learned his business by expe- 
rience only. 

The directors admitted that the task 
of preparing an adequate training course 
is a laborious one, and they welcomed 
the opportunity of having a central or- 
ganization where the experience of the 
companies and the information gleaned 
could be exchanged. 

Institutional Advertising 

A large nationwide co-operative adver- 

tising campaign for life insurance com- 


panies was given a boost on Tuesday 
when the joint convention of the Asso- 
ciation of Life Agency Officers and the 
Life Insurance Sales Research Bureau 
endorsed such a campaign and instructed 
the Research Bureau staff to sound out 
the companies in the near future, and 
then to call a meeting of the agreeing 
companies to formally launch the cam- 
paign. 

This action came following the report 
on the desirability and feasibility of a 
campaign which was prepared by a spe- 
cial committee authorized by the Bu- 
reau, composed of M. Albert Linton, 
Provident Mutual; W. W. Jaeger, Bank- 
ers’ Life of Iowa; and Kendrick A. 
Luther, Aetna Life. The report said 
that the campaign would be feasible, 
practical and desirable. One subscrip- 
tion to the campaign was received, that 
of the Continental American Life of 
Delaware, when Philip Burnet, president, 
said he was willing to join any campaign 
on a reasonable basis if 50% of the com- 
panies would join. 

It was pointed out that the campaign 
would develop public good will, reduce 
sales resistance, reach the women and 
young people not now reached by in- 
surance agents, would reduce political 
interference, and might be used to pro- 
long life. 


Linton’s Talk 


The life men, reminded by Mr. Linton 
in summarizing the report, that the in- 
surance premium volume is only 3% of 
the national income, declared that it was 
time that the insurance companies went 
into competition with the automobile 
makers, radio dealers, luxury sellers, for 
a larger share. The report of the com- 
mittee was based upon a searching in- 
vestigation, the most complete that has 
been made in the interest of life insur- 
ance advertising. 

Paul J. Clark, president of the Na- 
tional Association of Life Underwriters, 
pledged the co-operation of his organiza- 
tion. He declared that the field men 


would be glad to participate in the ex- 
pense of the campaign, and that his as- 
sociation had worked out a tentative 
plan for such participation which he 
would submit when requested to. 

Another phase of such a campaign is 
the claim that better agents would be 
attracted to the business and that pres- 
ent agents would’ study the business 
more. 

Mr. Linton estimated that the unit cost 
of life insurance would not be materially 
reduced by advertising, except only if 
insurance is sold in larger units and is 
continued longer. He, however, estimat- 
ed that the reduction would be enough 
to pay for the cost of advertising, and 
probably a little more. 

The progress of the advertising cam- 
paign of Texas companies in that state 
was described by Vice-President Henry 
Camp Harris, of the National Security 
and his enthusiastic portrayal of the aims 
and benefits of it contributed largely to 
the enthusiasm of the agency men for 
the national campaign, when it was’ 
stated that Ohio is planning a campaign 
similar to Texas. Mr. Jaeger declared 
that immediate steps for the national 
campaign should be taken to head off 
the state campaigns, because if compa- 
nies join a state campaign, they would 
hesitate about joining the larger pro- 
gram. Mr. Harris pointed out that the 
Texas campaign was general in nature 
and said the Texas companies would wel- 
come the national campaign. 

Mr. Luther in his talk favoring the 
campaign said that until the companies 
could agree upon the type of copy it 
would be useless to start, declaring that 
agreement on a plan to leave out the 
names of the participating companies 
would be a step in the right direction. 





LIFE COMPANIES MERGE 


It has been reported that the Eureka 
Reserve Life of Oklahoma has been 
merged with the National Fidelity Life 
of Kansas City. 





in other words— 





People just naturally like to do business 
with an office giving personal service 


ROBBINS & SIMONS 


General Agents 


HOME LIFE INSURANCE COMPANY 
256 Broadway, New York 
New Telephone: Barclay 6860 


SPEEDY! 


A GOOD FRIEND of ours recently gave us a 

$250,000 case, the papers being placed in our hands 
on a Friday morning. Wegaveour friend the surprise 
of his: life when we delivered to him the completed 
policy for $250,000 the following morning [Saturday], 


24 HOUR SERVICE 


This is the result of the personal interest and at- 
tention of Robbins and Simons and the remarkable 
service of the Home Office of the Home Life. 

4 such co-operation is appreciated is shown by the fact 
that over $1,000,000 new business was written by this 
agency during October. We are way ahead of last year. 


That 
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PROGRESS SERIES 


Number Four 


Many potential Life Insurance prospects realize the 
need for protection of their income against accidents 


ACCIDENT & HEALTH INSURANCE 
Not Only 


furnishes the agent with an additional source of 


But Also 


forms a splendid foundation for the selling of a 
Life Insurance Policy at a later date. 


A complete line of modern policies is issued. 


A live company with an excellent line of policies 
and low guaranteed rates backed by a large capital 
and surplus. 


THE COLUMBIAN 
NATIONAL LIFE 
INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Correspondence welcomed by Agency 


Department 
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Keep Picture Before 
Your Prospect’s Mind 


STOPS HIM FROM WANDERING 


When Interest Flags, Have Another 
Picture Ready, Says J. P. Yort 
of Acacia Mutual 


No sales talk can tell you exactly what 
to say because your prospect may break 
in with something entirely unexpected 
that you have to answer, says J. P. Yort, 
secretary and actuary of the Acacia Mu- 
tual Life, Washington, and to meet this 
situation he gives in that company’s pub- 
lication a very interesting suggestion. 
The best way to stop your prospects’s 
mind from wandering off is to give him 
something to look at and then talk about 
it, and as soon as it does not interest 
him any more, give him another picture. 
In the following examples of such a sales 
talk, Mr. Yort gives in italiacs his com- 


ments on the points made. He opens 


with an investment introduction to the 
subject, “Mr. Jones, I would like to show 
you an illustration of an investment plan 
for men like yourself,” etc., putting a 
piece of illustrated literature before him 
to look at showing savings results. 

This investment is only for preferred risks, 
but from what little I know about you, I think 
you are qualified. Let me tell you where your 
chance for a great profit comes in. 

These two items, your deposits and your regu- 
lar returns, are, as I say, absolutely guaranteed, 
but I said your return might be many times 
more. This extra return is also guaranteed, but 
enly under certain conditions. This much re- 
turn you are sure of; the only chance you take 
is whether you get this additional return or not, 
and that will depend upon how long you live. 
If you do not live, you do not get it, and you 
do not need it. If you live, then you will get 
it, and it is guaranteed. This is the amount 
that is shown by the pile of money to the right; 
how much it may be, nobody knows, it may be 
small, it may be large, but we guarantee it will 
last as long as you live. You notice that what 
you are guaranteed to get back is much larger 
than what you deposit, in fact from 30 to 50% 
more; of course the interest is what makes that. 
You are guaranteed a good return on your 
money, enough to give you a comfortable pen- 
sion in your old age, and you have a chance 
of getting much more if you need it. Let me 
show you a couple of figures. 

You are now about years old; I do not 
know how much you can afford to invest each 
month, but suppose you invest $.... each month 
(I think you are quite prosperous) until you are 
65, then this will represent what you have paid 
in. When you are 65 the matter is turned 
around and my company 

Know the following figures without looking 
them up. Use an appropriate figure. 
Age 25—Approximately $34.44 per month 
Age 40—Approximately $56.00 per month 
Age 35—Approximately $46.00 per month 
Age 45—Approximatcly $74.00 per month 
Age 50—Approximately $100.00 pcr month 
for cach $1,200 annual pension, if wife is 
about the same age. If you think it is too 
much for your prospect cut it in half, quoting 
for $600 annual pension. 


starts to pay you $100 each month for 240 
months. This represents that amount and is 
what we guarantee you—$100 per month each 


month after you are 65—and even if you should 
not live 240 months, we will pay it to your 












several employers. 


mission for the business. 





If you 


estate, or to your widow or daughter. ) 
do not live more than 240 months, then we will 
guarantee to pay it as long as you live. 
Always say 240 months, not 20 years; you 
want to avoid that he says: Oh well, then, I 
will be 85, and won't live much longer. 


For $.... per month paid in, you get $100 
per month, back in a few years later, and not 
only that, but you get it as long as you live. 
A pension for yourself in any amount you can 
afford. E 

Have you ever made an _ investment that has 
brought you better returns? 

If he tells you about a case where he made 

25% in three months, your answer 1s: 

Of course, sometime you have gotten a lot of 
money back for a small investment. You were 
clever and won, but it might have gone wrong. 
That kind of investment will bring a large gain 
ur a large loss. This kind is the safe, steadily 
growing investment that guarantees all necessities 
for old age, but not the luxuries. I never tell 
a man to put all he has in one investment, nor 
do I object to a man trying to get rich quick 
with some of his money, but be sure you have 
the necessities, then you have time and peace 
of mind to match your brain against others for 
the luxuries by using the rest of your money for 
taking chances. 

The chances are that he has never made a 
better investment. 


JOHN HANCOCK SERIES 


KNOCKING at the 
AGENT’S DOOR 


Are You Missing Opportunities 
to Write Group Insurance? 


AN AGENT had written various lines of insurance for 


Each employer had in his employ a sufficent number 
of men to warrant an interest in Group Insurance. 


The Agent had never mentioned Group 
to these Policyholders. 


He talked things over with our Group experts and 
made contracts for them with this list of prospects. 


We did the rest and the agent received full com- 


The clients were satisfied and so was the agent. 


Let us tell you how we can do it for you. 


LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


SIXTY-FIVE YEARS IN BUSINESS 

























Here is a question I would like to ask you: 

Have you accumulated enough to live on in 
your old age? You are now in the forties, you 
have worked twenty years, twenty-five maybe; 
you have only twenty more years of work left. 
How much have you saved in these twenty 
odd years? You don’t have to tell me; write 
it down for yourself on a piece of paper, or 
just think about it. Now multiply by two—or 
by three if you think you can do better in the 
next twenty years. That figure is what you will 
have if you continue to save the same way; 
it is what you will have to live on when you 
want to take life easy. Will that be enough 
to live on for the rest of your life; enough for 
twenty years, fifteen years, ten years, maybe it 
is even enough for five. 
_ You see there is nothing the matter with your 
investments. They were probably safe enough, 
but it is not a safe enough way to make ar- 
rangement for your old age. The reason is that 
you decided to save, but you did not decide on 
a definite plan for how much to save, nor for 
a definite plan to invest it. 


Here is another question that he will ask 
sometimes during the interview: “Why should 
I let a life insurance company take care of 
my investments in preference to a bank or in- 
vestment house?” Let us answer it here, so 
that we are prepared. 


There are two good reasons for it. First, 


= 
a life insurance company is organized t vest 
millions of dollars in the safest and be. way 
Life insurance investments have been ~udied 
for about one hundred years, not only |. their 
own employes, but also by the governi at of 
every state. Rules have been made whic! allow 
investments only in securities that are a’ olute 
ly safe, but at the same time give a good : turn. 
There is no other bank or investment ho that 
is so closely inspected and so closely go. erned 
by rules for safety as a life insurance c. pany. 
It is true that life insurance companic: make 
errors, and in a few cases big errors ha. been 
made, but never yet have you heard ut a 
life insurance company which did not its 


policyholders in full. 

If you get into this question, then y t 
get to the protection question in this 1 :inney. 
Here is the second reason: A life in urance 

company is not in business for making iny 


CSS | n vest: 
ments only. They are principally in bu-i ess to 
furnish life insurance protection. If you make 
this kind of investment through a life insurance 


company, then at the same time you n 
investment it furnishes you life insurance pro. 
tection. If you decide to invest $.... per 
month as we have discussed and you plac 


money twenty or twenty-five years from 
whatever we have decided upon, when you are 
sixty-five years old, but if anything should hap. 
pen to you in the meantime your family would 
not have the money in full, but only as much 
as you have been able to save in that time. If 
you buy this kind of investment through a life 
insurance company, then you will guarantee that 
if you die before you are sixty-five then the 
same monthly pension of $100 will be paid to 
your wife as long as she lives, and if she should 
not live very long, at least for 240 months. 

And even should you live to be sixty-five and 
begin to draw out your investment at $100 per 
month and draw it out for fifteen or twenty 
years or more, if your wife survives you, then 
she will continue to draw the same pension as 
long as she lives. 

If you have not been led into any of these 
questions, Nos. 12 or 13, then you continue 
this way; otherwise you use the first oppor. 
tunity to get ‘back to the main point, the in- 
vestment, 

Here is my plan, just make up your mind 
how much you can save each month. Yo do 
not have to worry about the investment; that 
is taken care of by somebody else. The re. 
turns are guaranteed by my company, and the 
result will be that the money is there when 
needed. 

It is possible that you can not do all you 
want to do at once, but make a start by buying 
one unit today. Next year when you can afford 
to save more each month, buy another unit and 
ycu will gradually build up an independent in- 
come. Can you save $.... per month? 

There are many other kinds of investments 
and savings that will give you money to live on 
in your old age, but in every case there are 
too many ifs about it. You will have money 
enough on any plan, if you save as you plan, 
if you invest it safely, if you never lose the 
principal or the interest, if you reinvest the 
interest each year, if you live to age 65, and 
if you do not spend it too fast when you reach 
65. All these “‘ifs’’ are eliminated by this pen- 
sion plan, except the one that you must decide 
to save and keep it up. 

Let me show you some actual figures, of what 
it can do for you, and I know you will agree 
that you have never seen any opportunity like it. 

Place the two cards before him that corr. 
spond as nearly as possible to his age. 
you have his wife’s age take that into con 
sideration, too. 

This is a real fifty-fifty proposition between 
you and your wife. It is not a policy where 
you save for the wife alone, so that you have 
to die that she may win. — 





HARVEY WEEKS TO SPEAK 

Harvey Weeks, general agent of the 
Provident Mutual at Buffalo, and A. H. 
Motley of the Crowell Publishing Co. 
will be the speakers at the dinner-meet- 
ing of the Philadelphia Association 0! 
Life Underwriters on November & at the 
Bellevue-Stratford. 





Massachusetts Mutual stands out as an 


tiends of the Company everywhere. 


Springfield, 


Billion and 


More Than a 
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FRIENDS EVERYWHERE 


Long established and consistently progressive, providing perfect protection at a 
net cost which is notably low, and rendering prompt and efficient service, the 


of square dealing are back of every one of our agents. 


Massachusetts Mutual Life Insurance Company 


Organized 1851 


a Half 


ideal company to represent. Many years” 


They find enthusiastic 


Massachusetts 


f Insurance in Force 











Pennsylvania 











Since premiums were much reduced January 1, 
1927, the average premium per policy has been 
increased owing to a larger average policy 


The new dividend scale, in effect January 1, 1928, 
shows on the average a greatly reduced cost to the 
policyholder, which should enable the Provident 
agent still further to increase his production and 
the size of the policy sold. 


Provident Mutual  \ 


Life Insurance Company of Philadelphia 


Founded 1865 
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Those Medical Directors 


Their Relationship To Life Insurance Executives Discussed By 
Henry Moir, Who Pays Them High Praise 


Heiey Moir, president of the United 
States Life, was asked a few days ago to 
addre + 150 medical directors. He did it 
in his usual frank and cheerful manner. 
The uidress follows: 


Th. ideal executive of any big cor- 


poration is the man who knows the broad 


‘prince: les of every department of his or- 


ion, and in addition can quickly 


ganz 

ne - and classify human character. 
This uleal is so rarely attained that most 
peopl: now say that the best executives 
are those who have the faculty for sur- 


rounding themselves with a group of able 
captains. 

The relationship between the executive 
and the medical department of a life in- 


surance company is facilitated by the 
fact that medical men go through a long 


) course of careful scientific training; and, 


B colleg¢ 
Bical practice. 


before a man is even considered for the 
position of medical director it is looked 


H upon as a sine qua non that he must 


be a qualified physician, from a good 
, with a broad experience in med- 
This requirement elimi- 


nates 90% of the undesirable element 


» which may creep forward in other less 


character of its officers. 


S drop out of the race. 


scientific departments and attain posi- 
tions of prominence. The result is that 
the medical department of a life insur- 
ance company ranks with the actuarial 
department for the integrity and upright 
In both these 
departments the unworthy and the unfit 
are dropped by the wayside in the long 
course of persistent work on scientific 
lines. The mental and moral weaklings 
It follows that the 
relationship between the executive de- 
partment and the medical department is 
generally one of friendly co-operation. 


Broad Scientific Knowledge 


On the other side, the ideal medical 


B director not only has a broad scientific 


recap ee 


OB DP O AMT GR ae 


knowledge of the principles of selection, 
but also a warm human sympathy for 
the agent. The scientific knowledge is 
nearly always present; but it is not so 
common to find that the medical man 
can parry genially and with a smile the 
thrusts of the agents—nor does he al- 
ways tactfully hide his true sentiments 


when meeting an agent he may distrust. 


He should always give an appearance 
of confidence in the statements of the 
agent on questions of moral character, 


gor habits, or purported facts regarding 


the applicants. Under such circum- 


stances there is rarely any serious dis- 
agrecment. But such ideal conditions 
seldom exist, for even if the medical di- 
rector is tactful, the agent may be bull- 
headed and evasive. Then discussion over 
ectc'! cases may become heated. I 
fave scen needless warmth on both 
sides—ihe agent who says his medical 
lirec is the strictest in the world; 
he medical director who will not listen 
vith pstience to any phase of the risk 
@ebmied by the agent. 
Wh . a life insurance application is 
ecei the relationship of the agent 
© tho medical department immediately 
RDP. Agents submit the business; 
he panies do not always accept it. 
The ne for the rejection and loss of 
ncon n the agent’s mind nearly al- 
nvYS | sts upon the medical department. 
mo i mortality with no deaths can 
aly «se in one way—by having no 
Usit “he other extreme is that 
very ise submitted by an agent be ac- 
‘pte’ without question. Either course 
on on close the doors of the com- 


: balance is essential. 
1 ideal conditions, the agent will 
mit cases in which he has per- 


complete faith. The medical di- 
a ants to accept all possible busi- 


hat is, all coming within a broad 


margin above and below the average 
standard risk. When an adverse decision 
is rendered the ideal agent will accept 
it cheerfully and go out with renewed 
vigor to find a healthy risk to take the 
vacant place. It will, therefore, be seen 
that there is in this department of. the 
work much room for mutual forbearance 
and especially for confidence and 
straightforward integrity. 
When High Spirits Become Low 
_ There are occasions in which the med- 
ical department is placed in a position 
whch must be galling to high-spirited 
men: 

Agency men, by their training and 
character, are persistent to an unusual 
degree. Their experience in soliciting 
business is that genial pertinacity often 
succeeds in circumstances which look the 
most hopeless. An agent gets a point- 
blank refusal; having turned the conver- 
sation to another channel for a few min- 
utes, until his prospect is off his guard, 
he comes right back to the same subject 
again from a different angle. He does 


this time and time again on different 
visits, and finally secures the application. 
This characteristic system of the agent 
is often applied to the medical depart- 
nent in urging the acceptance of bor- 
derline cases. The result is that a high- 
grade agent of genial manner may get 
an acceptance under conditions where 
the coldly scientific decision would be 
adverse. Moreover the good agents often 
apply the same tactics to the executive 
direct, and argue with him, especially in 
those cases where the cause of impair- 
ment is not strictly medical. If clem- 
ency is shown the medical department 
gets credit occasionally, but not often. 

When a definite refusal is in mind the 
executive will say: 

“I shall take this question up with the 
proper officers. You know I don’t han- 
dle such matters myself.” 

Then later, when the agent makes his 
second appeal, as he always does :— 

“IT am sorry to say the Medical Direc- 
tor is so thoroughly against this case that 
I cannot prevail on him to accept it.” 


The Hardest Task 


. The hardest task the medical depart- 
ment has is to maintain its proper scien- 
tific attitude towards the business as a 
whole, while suffering these pin-pricks 
which may be more or less numerous ac- 











LIMITS INCREASED, 


In keeping with its plans of 
expansion, the Manhattan Life 
announces the following im- 
portant changes in under- 
writing practices: 


1. Limit on one life, $100,000 
2. Disability Benefits on $25,010 
3. $50,000 on one examination 


The Manhattan Life Ins. Co. 


Madison Ave. at 60th Street 
New York City 


Organized 1850 


THOMAS E. LOVEJOY 


President 


























cording to the character of the particu- 
lar executive. 

The doctors should from time to time 
meet the agents on friendly terms and 
in conditions where the selection of risks 
is forgotten as a minor consideration: 











Men of 


management. 


Capitalist 


Company 


LIFE - - 











JAMES E. CALDWELL 
NASHVILLE, TENNESSEE 
President Fourth & First National Bank 
President Nashville Trust Company 
Chairman of Board Southern Bell Telephone Company 
Chairman of Board Missouri State Life Insurance 


ROGERS CALDWELL 
NASHVILLE, TENNESSEE 
President Caldwell & Company 
President Bank of Tennessee 


HARVEY C. COUCH 
PINE BLUFF, ARKANSAS 
President Arkansas Power & Light Company 


THEOBALD FELSS 
CINCINNATI, OHIO 
President Felss Flour Milling Company 


NORMAN R. MORAY 


DES ‘MOINES, IOWA 
President Southern Surety Company of New York 


ACCIDENT - - 


Wide Experience 
Direct Missouri State Life 


HE spirit of progress which characterizes the Missouri State Life and which is 
‘responsible for its remarkable growth is the result of broad vision and wise 


The men who control the Company are men of wide experience, men 
who are accustomed to big-scale business. 


BOARD OF DIRECTORS 


W. S. BRANSFORD 
NASHVILLE, TENNESSEE 


E. D. NIMS 
ST. LOUIS, MISSOURI 
President Southwestern Bell Telephone Company 


DR. BRUCE RYBURN PAYNE 
NASHVILLE, TENNESSEE 
President George Peabody College 


THOMAS M. PIERCE 
ST. LOUIS, MISSOURI 
Vice-President and General Counsel 
Terminal R. R. Association of St. Louis 


CHARLES S. SARGENT 
NEW YORK and BOSTON 
Kidder, Peabody and Company 


J. SHEPPARD SMITH 
ST. LOUIS, MISSOURI 
President Mississippi Valley Trust Company 


HILLSMAN TAYLOR 


: ST. LOUIS, MISSOURI 
President Missouri State Life Insurance Company 


F. O. WATTS 
ST. LOUIS, MISSOURI 
Chairman of Board First National Bank 


Over $1,140,000,000 of Insurance in Force 
Over $125,000,000 of Admitted Assetts 


Missouri State Life Insurance Company 


Hillsman Taylor, President Home Office, St. Louis 
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on the golf course, around the bridge 
table, at conventions, traveling together, 
etc., in places where they can chat about 
one another’s hobbies. Generally, if such 
circumstances occur with sufficient fre- 
quency, all the good class agents should 
and do realize that the medical director 
is sincerely endeavoring to accept all the 
sound business submitted and—I think 
we can say this of every medical director 
in the business—at the same time that 
he is a good-hearted human soul, with 
sympathy for the agent and trying to 
see the agency viewpoint. When the 
agents once get to this relationship with 
the medical director the association be- 
tween the medical director and the ex- 
ecutive is greatly simplified and becomes 
one of complete friendly co-operation. 
The foregoing remarks seem to deal 
more with the relationship of the med- 
ical and agency departments, rather than 
the medical and executive. The reason 
for this is simple—namely that one of 


the hard duties of an executive is fre-. 


quently to sustain the medical depart- 
ment, and appease the growing discon- 
tent of agents at adverse decisions. 
There are always borderline cases which 
may be subject to argument and the 
executive should see that such arguments 
are candid and friendly on both sides. 
My own personal sympathies are mostly 
with the medical men whose patience is 
often sorely tried; yet the friendly co- 
operation of the agents must also be se- 
cured, and to maintain an even balance 
between the two departments is one of 
the most interesting functions of the ex- 
ecutive. The best results are acheived 
when the executive plans the broad lines 
of policy in conference with the medical 
director and leaves all individual cases 
to a committee for decision. 





WEBB TEACHES UNIT MANAGERS 


The Equitable Society has started at 
the home office a new training school 
for unit managers which will be under 
the direction of Edgar Webb. Mr. Webb 
was until recently assistant agency man- 
ager for Indiana and agency instructor 
there. The new course will start the 
second week in November. 





PROGRAM BY STEVENSON 


John A. Stevenson, manager of the 
home office agency of the Penn Mutual 
Life in Philadelphia, will have charge 
of the program for the Life Insurance 
Sales Congress of the Philadelphia and 
neighboring association for 1929. Phila- 
delphia sales congresses have always 
been exceedingly interesting and the 
Stevenson program will be awaited with 
keen interest. 


P. M. FRASER AT PITTSBURGH 





New Yorker Throws Away His Notes Of 
Two Months’ Preparation And Talks 
Extempore On Selling 

Peter M. Fraser, general agent, Con- 
necticut Mutual, Singer Building, N. Y., 
made a hit at the annual dinner of the 
Pittsburgh Life Underwriters Associa- 
tion last week. His talk is thus described 
by Lee ‘D: Hemingway, president of the 
Association, who said: 

“Mr. Fraser brought a pack of notes 
with him that he had worked up for 
the past sixty days, but threw them aside 
and simply gave the men a talk on the 
life insurance business—the fact that it 


is a business to be proud of, and that 
the broker and lawyer should hang their 
heads in shame when they come to con- 
template their work in comparison to that 
of the real serious life insurarfce man. 

“Then he turned to another vein—that 
of how to sell policies. He said there 
is no sentiment at all in a life insurance 
contract, but there is a great deal of 
sentiment in life insurance salesmanship. 
The contract merely is a set of figures 
and phrases. What the contract will do 
is a matter of sentiment. Then how are 
we going to throw sentiment into our 
presentation? A man has to realize that 
the prospect has the same reactions as 
the agent has. If you are selling a policy 
{o protect a mother think of your own 
mother, and how you would do anything 
in the world for her. You would jump 
out of a second story window if you had 
to for her. Then children. The man 
thinks of his children the same as you 
do of yours. Think of your own reac- 
tions and they will ring the bell, because 
we all think alike. Mr. Fraser wound 
up with a discussion of our duties to our 
families. How are we going to educate 
our children when the time comes if we 
do not get out and stir now, and plan 
for their education and begin to dig up 
the funds?” 





TO FIGHT 1927 OHIO TAX 


Suit has been filed in Ohio on behalf 
of the insurance companies to stay the 
collection of the one-half of one per 
cent excess tax on the premium income 
covering the business of last year, which 
is similar to the action brought last year 
against Insurance Commissioner Safford 
in the name of the Metropolitan Life, 
on which the companies have a favorable 
decision in the lower courts. The ques- 
tion involved is the constitutionality of 
the retroactive feature of the increased 
tax. 








A POLICY YOU CAN SELL! 


Our Company offers complete protection. 


$5,000 
ALL IN ONE POLICY 


Pisny mai breral ABER oo so. ois nis dca seeisdeidsicceceewceese (ROIOO 
Oi ee 
Certain accidental deaths.............sceceececcees 15,000 
Accident Benefits $50. per WEEK for fifty- two weeks 
$25. per WEEK thereafter 
JNon-cancellable) 


Disability Income, Waiver of Premiums, etc. 


Also $5,000 ‘‘Preferred Risk’? Policy—high value— low premiums; age 35, $19.91 


per $1,000. 
Income—Non-Medical. 


Endowment age 85—Juveniles age 10 years and upward—Monthly 


Insures and assures your client’s future and yours 


Are you Interested in an agency? 
you all about it. 


Our Vice-President, Eugene E. Reed, will tell 
Write him direct—and directly. 


UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 


Concord, New Hampshire 





INQUIRE 


MISSOURI POLITICS 





Former Governor Hyde Stumping for 
Judge Caulfield; If Latter Is Elected 
Ben Hyde May Be Commissioner 
Again 
Former Governor Arthur M. Hyde of 
Missouri, brother of Superintendent of 
Insurance Ben C. Hyde, who originally 
appointed his brother to that position, 
has taken the stump for Judge Henry S. 
Caulfield, the Republican candidate for 
Missouri, and by indirection has pledged 
Judge Caulfield to a continuation of the 
Hyde policies in the Missouri Insur- 

ance Department. 

The former governor has pictured his 
brother’s sad physical condition which 
resulted from a stroke of apoplexy a 
few years ago and informed the people 
of Missouri that Ben C. Hyde made an 
invalid of himself through his fight for 
a reduction of the fire, tornado, hail and 
lightning insurance rates in the state. 
He has also asserted that the election 
of Judge Caulfield as Governor means 
that he will force the insurance compa- 
nies to pay back to the policyholders of 
Missouri the $10,000,000 which he claims 
is due under Ben C. Hyde’s reduction 
order sustained by the Missouri Supreme 
Court. 

Arthur M. Hyde has stoutly defended 
his brother’s actions in connection with 
the supervision of the International 
Life. 





EARLY MORNING PIE EATERS 





Robbins & Simon Agents Enjoy 10:30 
A. M. Pumpkin Feast At Close Of 
Special Contest 
The last ten days of October were de- 
voted to a pumpkin pie contest in the 
Robbins & Simons Agency of the Home 
Life. For every written application 
brought in a pumpkin sticker was placed 
opposite the agent’s name on the bul- 
letin board. At the end of the contest 
it was found that four producers were 
tied for the prize which proved to be 

pumpkin pies. 


Last Monday at the weekly agency 


these pies were brought in and since 
there were four tied production records 
it was decided that the pies should be 
eaten by the entire agency force. Visit- 
ors in the office at 10:30 that morning 
were surprised at the scene of more than 
twenty agents eating pumpkin pie at 
that early hour. 





NAMED MEDICAL DIRECTORS 

Dr. Haynes H. Fellows and Dr. Earl 
C. Bonnett have been appointed assis- 
tant medical directors of the Metropoli- 
tan Life. 


=a 


Harry Cooper Dinner 
(Continued from Page 1) 


playing uptown for Oscar Hammerstein, 
came down to the synagogue and sang 
‘Kol Nidre’ in his father’s place. That 
is the plot of the play.” 

Talks of Hospital Work 

Albert Ottinger, Republican candidate 
for governor, said: “A few wecks ago 
Harry Cooper was at my fiftieth birth. 
day anniversary. Now I am here at his 
dinner. He has done much to make peo- 
ple laugh and to bring about good cheer. 
Especially he has been helpful to those 
in the hospitals. So tonight we are pay- 
ing a tribute not only to an actor but to 
a singer of ballads.” 

Eddie Cantor talked of the friendship 
with Cooper which had begun a quarter 
of a century ago. “It was my goud for- 
tune to sing under his father,” he said. 
“That cantor taught me anything I know 
now about singing.” 

Mayor Walker said he was present as 
a personal friend, but even if not he 
would feel it a duty to be at the dinner 
in his official capacity as chief executive 
of the city. “I want to acknowledge the 
city’s debt to this man in brightening 
many moments in the lives of the poor,” 
he said. Mayor Walker then presented 
the agent-comedian with a ring as the 
gift of his many friends. In responding 
Cooper thanked the stage people present 
and others for their friendship. Among 
those present was George A. Martin of 
the Travelers. 





AETNA LIFE SCHOOL OPEN 
Course At Home Office Covers All De- 
partments of Company Work and 

Organization 

The Aetna Life’s school for divisional 
superintendents is now in progress and 
is covering every department of the com- 
pany‘s work. Sessions will continue until 
November 20. Among the instructors, 
following the opening of the course by 
Vice-President K. A. Luther, are: E.C. 
Bowen, secretary, accident and _ liability 
department; Vice-President S. F. West- 
brook; W. C. Cousins, superintendent, 
eastern division; Vice-President E. E. 
Commack; Secretary James B. Slimon; 
Dr. D. B. Craigin, associate medical di- 
rector; Superintendent of Agencies W. 
H. Dallas; C. V. Pickering, advertising 
manager; J. N. Adams, superintendent, 
Pacific Division; Assistant Superintend- 
ent of Agencies, R. L. Place. 





One salesman always sells a $10,000 
policy in two $5,000 contracts, so that 1! 
a man has to let one go he will not lose 
all of his insurance. 














Organized 1845 


SECURITY — 


When the Mutual Benefit was organized in 
1845 there were only a few Life Insurance 
Companies in the United States. Through 
‘the Wars, Panics and Epidemics of all these 
years, it has always stood safe and secure as 
a foremost disciple of Pure Life Insurance. 


The Mutual Benefit Life Insurance Co. 


Newark, New Jersey 





——, 
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LIVE HINTS FOR BUSINESS 






i 
a 


att 


BS 


Agency Supervisor 
Searle, of the Nation- 
Your al Life of Vermont, 


Recognize 


says in the “Nation- 
al Messenger” that in 
Cleveland and New York employes in 
the department stores have been called 
together and warned to keep out of the 
market. Commenting upon this, he says: 

“A little analysis will convince you that 
if the employes have money with which 
to buy stocks, they have money which 
they can more safely invest in insurance. 
The lure of quick, easy money, as com- 
monly supposed to be made in the stock 
market, is a real competitor of yours. 
Your client may not bring it up as a 
reason why we cannot buy life insurance, 
but you should have the fact in the back 
of your head and recognize this gambling 
or ‘investing’ instinct as one of your com- 
petitors. 

“In general, people spend their money 
for those things that they most desire, 
rather than for what they most need. 
It is your part to show that the ultimate 
desire, with sureness and safety, as well 
as their real need can be satisfied.” 
oe 4 


John A. Proscott is 
Answering usually a man with 

“See Me Again wife and_ children 

In a Few Months” whom he loves pas- 

sionately. There is 
nothing that he would not do for them. 
He is probably prepared to admit that 
his premature death would deprive his 
dependents of the luxuries, if not of some 
of the necessities of life. Strange that 
such a man should delay to insure his 
earnings as adequately as possible. And 
yet, many such men do delay. And many 
such men do die prematurely. 

Death strikes down young men as well 
as oll men. Death strikes down healthy 
men as well as sick men. Death strikes 
down men who absolutely need to live as 
well as men who can financially afford 
to die. These are brutal truths, but 
truths that every real man should face 
Promptly and squarely.. The solution? 
Life insurance, of course. An examina- 
tion of the first and second year death 
claims paid by the New York Life dur- 
Ing September shows how the New York 
Lite is all the time helping people who 
die ;rematurely to leave something of 
real value behind them. 

During September the company paid 


Competition 


42 ‘ims representing deaths of policy- 
holdcrs who had been insured for less 
than one vear. The claims totalled 
$1897; the p-emiums paid on these 
polices by the insured amounted to only 


$5,8 In other words, $5,871 brought 
Over $189,000. 

In the same month the company also 
paid 41 claims representing deaths of 
poli -holders who had been insured for 
less ‘han two years. These claims to- 


tall $175,232; the premiums paid on 
thes policies amounted only to $17,243. 
lhese are impressive and eloquent fir- 


Ponder upon their real signifi- 
om It is safe to assume that in a 
arc proportion of the cases the pro- 


ceeds from life insurance formed the only 
substantial assets of the estates. Life 
is a mighty uncertain business, but the 
needs of one’s dependents are very defi- 
nite and pressing. Who can flirt with 
the futures of his children and still call 
himself a father? He who hesitates is 
lost—and so may be his dependents. 
Don’t let your prospects put you off. 
If life insurance is good for them in a 
few months it will be better for them 
right now. The only sure way to create 
an estate is through life insurance—New 
York Life. 


_ e « 
The Manhattan 
Prompt Life Bulletin for Oc- 
Delivery Of tober stresses the 
Policies importance of deliv- 
ering a policy 
promptly. Says the writer: “A per- 


manent clientele cannot be built by a 
salesman who gives poor service, and 
one of the most important points on 
which many salesmen fail to render real 
service is in delivery of the policy. 
“When the application is secured it 
is not advisable to dwell too long on the 
various points of the policy contract—all 
that is necessary is to point out its main 
benefits and to show that the policy 
covers a specific need. However, when 
the policy is being delivered it is not 
only good business but it is also an obli- 
gation owed the applicant to give him 
a clear conception of whrt his policy is, 
and what it does. This stetement should 
net be construed as mean ng that the 
salesman should explain every sentence 





HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 


Omaha Kansas City 











PARTICIPATING INSURANCE 
ON ALL FORMS 


First year dividends (con- 
tingent on payment of second 
year premium.) 


Low Net Cost 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mer. 
110 William Street 
New York City 
Beekman 5058—6691 
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in Iowa, its home state. 





Gerard S. Nollen, President 
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Seven Years Of Iowa Leadership 
AGAIN IN 1927, THE BANKERS LIFE COMPANY 


led all companies in the writing of new, paid-for life insurance 
The total for 1927 was $20,193,476. 


LAST YEAR WAS THE SEVENTH CONSECUTIVE 
year in which the Bankers Life has achieved Iowa leadership 


a Ch Cai 


BANKERS LIFE COMPANY 


THE ONWARD MARCH COMPANY 


DES MOINES, IOWA 














and paragraph, but an applicant should 
be told enough about his policy to un- 
derstand the main features. Unless your 
policyholders have a reasonable concep- 
tion of the type of insurance they carry, 
and what its benefits are, you are expos- 
ing them to the wiles of the twister. 

“When you receive a policy, make de- 
livery promptly, and give your applicant 
a businesslike understanding of what it 
does. The sooner a policy is delivered 
and paid for the sooner you will be 
free to tackle other prospects. Keep in 
touch with your policyholders—they are 
entitled to service and they have paid 
you to give it. Unless you give service 
it is a foregone conclusion that your 
renewal ratio will be poor. 

“Many promising life insurance sales- 
men ruin their chances of success—first, 
by not making prompt delivery of the 
policy; second, by not giving their ap- 
plicant a clear understanding of what it 
is, and what it does; and last but not 
least, by not keeping in touch with them 
and taking care of their interests when 
a change of beneficiary is necessary, or 
when a premium is due. 

“Business that pays is the business 
that stays, and the proper and business- 
like delivery of policies is a prerequisite 
to the building of business that stays.” 


B. A. Page, vice- 


Four Group _ president of the 
Sales Travelers, says four 
Points points to remember 


in soliciting group in- 
surance are these: Sell the idea; find 
out how much the employer will pay; 
get a census by age and service; make 
a formula to fit the organization within 
the amount to be expended. 


HART AND BRAGG TO TALK 


Hugh D. Hart, vice-president of the 
Penn Mutual Life, will address the next 
meeting of the Life Underwriters As- 
sociation of New York, which will be 
held at the Hotel Astor, New York, on 
November 13. Mr. Hart’s subject will 
be “The Life Underwriter and the Pub- 
lic.» Another speaker will be James 
Elton Bragg, Philadelphia general agent 
for the Union Central Life, who will give 
a sales talk used in solicitation. 





NEW YORK LIFE COUNSELORS 

New York Life has appointed as coun- 
selors at large J. J. Parker, E. E. An- 
drews and Morris Weil, all of whom 
have for more than a quarter of a cen- 
tury been assisting in handling clubs, 
meetings and general agency upbuilding. 

















in America then and there. 


are invited to apply to 


DAVID F. HOUSTON 
President 


34 Nassau Street 





Years of Life Insur- 
ance Ideals and Service e 


N IDEAL became a reality when, on February Ist, 1843, 
A “The Mutual Life of New York” issued its first policy. 
The business of life insurance on the mutual plan started 


Priority in its field is not the Company’s claim to greatness 
—age in itself is no great distinction. The Mutual Life began 
with high ideals of business conduct, which still prevail. It aims 
at quality and to be highly honorable in all its dealings. 


In its relations with policyholders and their representatives 
The Mutual Life has an outstanding record. 


Those who contemplate life insurance soliciting as a career 


| The Mutual Life Insurance Company 
of New York 


2nd Vice- President and M 











GEORGE K. SARGENT 
of Agenci 





New York, N. Y. 
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Bankers Praise Idea 
Of Business Policies 


R. B. JONES & SONS GET OPINIONS 





Progress of Several Large Business Con- 
cerns in Kansas City Owe 
Progress to Insurance 





Recently, R. B. Jones & Sons, gen- 
eral agents Travelers, Kansas City, 
asked five Kansas City bankers for their 
opinion of business life insurance. Here 
is what they replied: 

“In my opinion, the greatest asset of 
any business is the ‘human asset,” 
writes the chairman of the board of the 
First National Bank. 

“Several large business concerns in 
Kansas City owe their continued and 
uninterrupted progress to the far-sighted 
policy of their directors and stockhold- 
ers in insuring, for the benefit of the 
business, the lives of those executives 
whose ability, energy and forcefulness 
could not immediately be replaced. In 
the meantime, credit was maintained and 
the value of stock unimpaired.” 

“Under what appears to be a trick of 
fate,” wrote Walter S. McLucas, chair- 
man of the board of the Commerce Trust 
Co., “the death of a prominent factor in 
business usually occurs just at the 
wrong time. Our newspapers frequent- 
ly tell us of business dissolutions which 
can be traced directly to the death of 
one or more principal members whose 
value to the business has not been se- 
cured through life insurance, payable 
either direct to the business or to the 
trust department of its bank for ad- 
ministration. 

“It is the universal principle of busi- 
ness accounting to anticipate - loss 
through depreciation of stock, machin- 
ery and plants by creating sinking funds 
to care for such losses at the time of 
occurrence. The death of a human 
being, however, presents an entirely dif- 
ferent problem, and of all the known 
plans of meeting this problem, I believe 
business life insurance is the best guar- 
antee of the continuity of the business 
and protection of the stockholders.” 


Improves Credit 

“The credit risk of any individual, 
firm or corporation,” wrote J. F. Down- 
ing, chairman of the board of the New 
England National Bank and Trust, “is 
improved by an adequate amount of life 
insurance providing easy and immedi- 
ate means for liquidation of the de- 
ceased’s interests; for the retention of 
control of the business by his associ- 
ates and in maintaining the value of the 
stock for his dependents, as well as for 
his associates. 

“The intrinsic value to the business of 
its ‘key’ man.or men may be far greater 
than the value of its material assets, and 
business life insurance is the only plan 
I know of which preserves to such busi- 
ness, in case of death, this intrinsic 
value.” 

“The executive officers of most pro- 
gressive organizations are increasingly 
partial to placing life insurance on their 
department heads and important asso- 
ciates. Adopting such a policy shows 
that a concern is providing against 
every possible contingency and has much 
to do with determining the credit and 
financial stability of such institutions,” 
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Ques tion: 


Answer: Some! 





~ east? 











Does The Lincoln National Agent 
receive any service from the home 
Office agency department? 


For instance, training, bulletins, contests, 
briefing, research, monthly]magazine, club mem- 
berships, conventions, correspondence course, 
circularizing, personal letters, clubs, sales sug- 
gestions—and many others. 


THE LINCOLN NATIONAL LIFE INSURANCE CO. 


‘Its Name Indicates its Character’’ 
Fort Wayne, Ind. 
INSURANCE IN FORCE MORE THAN $560,000,000 























Underwriting Methods 


that are 


Sound—Liberal— Modern 


New England Mutual Life Insurance Co. 


87 Milk Street, Boston 








wrote R. C. Kemper, president of the 
City Bank. 

“A number of instances have come 
to my attention where it was inconve- 
nient, or altogether impossible, for the 
surviving partners to provide the imme- 
diate funds necessary to buy the inter- 
ests of a widow or an estate, and at 
the same time take care of other de- 
mands for cash which are always preva- 
lent on the death of a firm member. 


“This crisis can be met by compara- 
tively small annual payments for busi- 
ness life insurance, which will solve the 
difficulties to the advantage of both part- 
ners and heirs, and at the same time 
maintain the business efficiency and sta- 
bility of the organization.” 


An Accepted Practice 


“T am pleased to observe that it is 
now the regular and accepted practice 
of business men to carry protection 
against almost every conceivable hazard 
that may affect their business,” wrote 
Henry C. Flower, chairman of the Fi- 
delity National Bank and Trust Co. 

“At the death of any one of the valu- 
able men in a business, there are cer- 
tain definite shocks which result. Re- 
adjustments must be made immediately 
and not infrequently the whole fabric 
of the business may be seriously threat- 
ened. 

“Business life insurance deserves the 
serious consideration of the officers, di- 
rectors and stockholders of all business 
concerns.” 


ONTARIO RENWAL COMMISSIONS 


Commissioner Foster Tells of Rights, If 
Any, To Pay Renewal Commissions 
To An Unlicensed Person 

A ruling about renewal commissions in 
Ontario, Canada, has been made by Com- 
missioner Foster. It follows: 

The question has been raised as to 
the interpretation of section 268 in the 
Ontario Insurance Act in relation to the 
business. of life insurance and the prac- 
tice of paying renewal commissions over 
a term of years. Section 268 reads as 
follows: 

268—No insurer, and no officer, employe, or 

agent thereof and no broker shall directly or 
indirectly pay or allow, or agree to pay or 
allow, compensation or anything of value to 
any person for placing or negotiating insurance 
on lives, property or interests in Ontario, or 
negotiating the continuance or renewal thereof, 
or for attempting so to do, who, at the date 
thereof, is not a duly licensed insurance agent 
or broker or a person acting under the author- 
ity of subsections 14 and 15 of section 256 and 
whoever knowingly violates the provisions of 
this section shall be guilty of an offense. 
_ The question is as to the right of an 
insurer or an officer, employe or agent 
thereof, to pay renewal commissions to 
an unlicensed person. I am of opinion 
that where the person receiving the re- 
newal commission, e. g., a widow, execu- 
tor, administrator or assignee, does not 
negotiate, or assist in “negotiating the 
continuance or renewal” of the insurance, 
the above-quoted prohibitory section does 
not apply. 


— 
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Most Pension Plans 
Ineffective In Resuit 


MANY INHERENT WEAKNES3rs5 





G. Powell Hamilton of Equitable S: 
Gives Basis for Ideal Em- 
ploye Provision 


ioty 





After making a careful study of iny 
pension plans, G. Powell Hamilto.. qi- 


rector of pensions and annuities f.~ (he 
Equitable Life Assurance Society, ) und 
that most of them were wholly in ade- 
quate to meet requirements of the sity- 
ation. Among the common weak sses 


of pension plans are these: few arc cor- 
rectly funded, the money on hand J|eing 


the result of hit or miss contributions: 
many have no funds on hand and make 
payments from profits or keep peusion- 
ers on payroll; funds are not separted 
and become subject to the vagaries of 
business changes such as sales, mervers, 
bankruptcy; few have guarantee of pay- 
ment even if funds are in hand; where 
pension is a percentage of salary it takes 
no account of changing economic condi- 
tions. 

The ideal plan that Mr. Hamilton sug- 
gests is a contributory one where (1) 
the employe, each year by monthly pay- 
ments, deposits a definite percentage of 
his salary toward such an annuity, be- 
ginning in at a normal retirement age, 
as his deposit will produce; (2) the em- 
ployer in the same way contributes such 
a sum each year as will match the em- 
ploye’s annuity at such normal retire- 
ment age; and (3) such annuity as is 
provided by the employer is vested in 
the employe at the end of each year. 
The aggregate of these annuities, pro- 
vided year by year, is the income of the 
employe after retirement. 

Perhaps a further step would be to 
gradually vest the employer’s contribu- 
tions or equivalent annuities in the em- 
ploye, starting, say, after ten years’ 
service, so that, at normal retirement age, 
100% of such annuities would be the 
property of the employe. For an em- 
ploye entering the plan, for example at 
age thirty-five, and retiring at sixty-five, 
5% could be vested each year for the 
twenty years after age forty-five. At 
age fifty, he would have 25% of the em- 
ployer’s contribution; at fifty-five, 50%; 
at sixty, 75% and at sixty-five, 100%. 

Mr. Hamilton summarized the ideal 
pension plan as follows: The modern 
pension plan should be contributory, 
unless the employer is able to provide 
a pension of substantial amount without 
contributions from the employes. It 
should be contractual. It should be sound 
at its inception. It should be revalued 
periodically. It should be kept sound. 

The funds should be provided annually 
by spreading the cost over the future 
service life of each employe individually. 
It should be funded and out of the reach 
of the vicissitudes of the business. To 
approach an ideal state, it should be 
underwritten by an insurance company. 





OPENS RICHMOND OFFICES 

The Mutual Benefit Health & Acc- 
dent of Omaha, which recently entered 
Virginia, has opened offices in the ‘1 imes- 
Dispatch Building in Richmond in charge 
of Swift Hooper, Jr., formerly of Win- 
ston-Salem, N. C. 











1851 


BERKSHIRE LIFE INSURANCE COMPANY 


In establishing connections with a life insurance company, the personal 
equation of its official family is of paramount importance to the prospective 
agent. The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 
has a well-earned reputation for a co-operative spirit between the Home 
Office and the Field Force that is of inestimable value to the success and 


happiness of its representatives. 


“Ask any Berkshire Agent” 
BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


Pittsfield, Massachusetts 





1928 


FRED. H. RHODES, President 











George T. Smith, Vice-President 
Chas. F. Nettleship, 2nd Vice-President 








The Colonial Life Insurance Company of America 


Insurance in Force 
ONE HUNDRED MILLION DOLLARS 
1927 Showed Greatest Gains in History of Company 


Wide Variety of Ordinary and Industrial Policies 
Give Agents Unusual Money Making Opportunities. 


OFFICER 
E. J. Heppenheimer, President 


Home Office—Jersey City,’ N. J. 


E. C. Wise, Treasurer 
S. R. Brown, Secretary 
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Actuaries Who Won 
At Golf Tournament 


JAS. D. CRAIG GETS W. A. LAW CUP 





E. B. Morris Has Low Gross; H. O. 
White, Highest Point Total; Unique 
Scoring System 





The Actuarial Society of America re- 
cently held its Fall meeting in Philadel- 
phia as the guest of the Philadelphia 
life insurance companies. The sessions 
of the society were followed by a golf 
tournament held at the Merion Golf Club. 
It had two unique features. 

The first was a handsome silver cup, 
the gift of President William A. Law, of 
the Penn Mutual, to be awarded to the 
player scoring the low net, and the sec- 
ond feature was an ingenious point sys- 
tem which aroused an exceptional amount 
of interest. Under this system each play- 
er was given one stroke on the score 
card up to the number allowed by his 
club handicap, the order of giving the 
strokes being indicated on the card, and 
where the handicap was over eighteen the 
player was given one additional stroke 
in the order indicated by the score card 
up to the total number required by his 
handicap but not to exceed thirty-six; 
this was considered the maximum handi- 
cap and no further credit allowed for 
handicaps over thirty-six. The result was 
termed the player’s par. For example, 
if the player’s handicap gave him a cred- 
it of one stroke on a particular hole 
where the course par was four, his par 
was five; or if a credit of two strokes, 
his par was six. The tournament com- 
mittee supplied to each player a score 
card showing for each hole his individual 
par. 

For. each hole on which the player 
equaled his par, he was credited with one 
point. For each hole on which he beat 
his par by one stroke, he was credited 
with three points; or by two strokes, 
five points; or by three strokes seven 
points. For each hole on which he scored 
higher than his par, he was debited with 
one point for that hole and this applied 
whether his score for that hole was one 
or more strokes above his par. 

The following additional regulations 
called forth considerable comment: 


Any player getting more than three st-okes 
under his par will not be credited with moc 
than seven points but may be called before the 
tournament committee for an explanation. 

In case of a tie score (entitling two or more 


| vlayers to the same prize) the winner will be 


decided by having the players match for the 
prize before the tournament committee. 

After having played the first nine holes and 
before starting the second nine the player may 
hand in to the tournament committee, if he 
so desires, his estimate of the probability of 
his wint ing any one of the prizes as follows: 

Phe Cup cance Ist Prize 
-eoe.3rd Prize ...... 4th Prize. 

If his estimate turns out to be correct, he 
will be entitled to honorable mention. 


The Score 
The members of the Society who par- 
t a 4 . 
heipated in the tournament and _ their 
scores, xross, net and also points earned, 


follow 
\ Nani Gross Net Points 
Morris, Beet os 81 75 +10 
Moir, SLC sales 354 87 77 +6 
Kilgour Te eda 91 75 +10 
irkenshaw, J. H. .... 92 & +4 
Hunter ee 93 74 +12 
Poorma We eccicas 93 76 +10 
facLean, A. T. ...... 904 79 +4 
Morris, W.°M. 11111! 94 £0 +2 
Moore, G. ©. ws. 00.0. 96 86 =a 
Linton, M. AL. 22... 97 77 92 
el Oe 100 72 +14 
arpenter, R. V....... 102 ° 84 0 
Pacer, Beste aresess 104 84 =o 
ee O. We ccs sn 104 90 ae 
pilligan. Samuel 22... 106 86 +2 
tl . asain peed 85 +6 
ng, EB. C.. 3 114 
Buchanan, J.D. ...... 108 8? ap 
.. ES gpeRemes 109 79 44 
Hunter, R. G. 1111"! 109 95 26 
Williamson, J.D... 27 100 87 4 
oH LR... 111 95 16 
Whe’ ae een 111 86 0 
Be cece 111 75 15 
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Pioneering 


q Progress always requires pioneering. Some- 
one must take the first steps, must lead in 
the exploring of new fields, must “‘go before 
and remove obstacles for those who follow.” 
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In order to fulfil its obligation to humanity, 
life insurance must seek new ways of service, 
in addition to extending the old. Anndsoit 
must have pioneers. The New York Life 
has always recognized this obligation. 













Wr vor ue We Wwe \e Si 


Many years ago this Company undertook to 
pioneer in the field of sub-standard risks. 






After a long and intensive study of declined 
cases, it found that special rates could be 
calculated, permitting, with safety, the ac- 


ceptance of many risks which previously had 
been rejected. 
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On July |, 1896, the Company issued its 
first sub-standard policy. Since then, the 
writing of insurance on impaired lives has "'g 
been a part of the New York Life’s regular \ 
service to the public, and has gradually been 
adopted by a majority of the larger companies. 








To-day, Nylic Agents are en- 
abled to obtain insurance 
for approximately three 
out of every five clients 
who otherwise would 


be declined. 


NEW YORK 
LIFE INSURANCE 
COMPANY 


346 BROADWAY, NEW YORK 
DARWIN P. KINGSLEY 


President 





ew Home Office Building now being 
erected on the site of the famous 
old Madison Square Garden 
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Sees Million Workers 
Added To Group Cover 


SURVEY COVERS NINE MONTHS 





W. J. Graham, of Equitable Society, 
Says It Will Be Greatest Year 
for Group Life 





After making a survey of the group life 
business for the past nine months of this 
year, William J. Graham, second vice- 
president of the Equitable Life Assur- 
ance Society, says that this year a mil- 
lion employes will be added to group 
with a coverage of a billion and a quar- 
ter. The Equitable Society made claim 
payments during the nine months on 
3,718 cases for an average of $1,678. 

“1928 is the greatest year in the an- 
nals of Group Insurance,” said Mr. Gra- 
ham, “and the reason why is that the 
story back of it touches the heart and 
necessities of industrial America. An 
analysis of the claim experience of the 
Equitable for the nine-month period, 
January 1 to September 30, 1928, is in- 
forming and interesting in this connec- 
tion. During this period the Equitable 
paid 3,718 death claims on Group In- 
surance policies for an average amount 
of $1,678. Group claim moneys go to the 
heart of the home. 708% of the bene- 
ficiaries under these Group Insurance 
policies were wives and mothers: the 
balance of 29.2% were relatives, friends 
and collateral heirs. 

“Ont of each 1,000 claims,” continued 
Mr. Graham, “occupational accidents ac- 
count for 43, 79 were caused through 
other accidents, and murder and suicide 
caused 26, 852 were brought about by 
the natural causes of illness and disease. 
Tuberculosis, paralysis, insanity and 
heart trouble caused most of the natural 
deaths. The figures on occupational ac- 
cidents are most impressive as a testi- 
monial to the effectiveness of safety 
teaching and precautions taken for 
s°fetv in both manufacturing and indus- 
trv today. 

“The Eauitable’s death claims for this 
nine-month period total approximately 
£46 240,000. Its totel and permanent dis- 
ability claims under Group Insurance 
were approximately $825,000 making a 
total of claims paid under Group Insur- 
ance during this period of approximate- 
Iv $7,065,000. When the low cost of 
Group Insurance is taken into considera- 
tion, and when it is realized that 41.6% 
of employes protected by Equitable Life 
Insurance would have left no life insur- 
ance at death, had they not been Group- 
insured, the reason for the popularity of 
the Group Plan is manifest.” 


E. B. PECK DEAD 





Assistant Secretary of Connecticut Gen- 
eral Life With Company For 
Sixty Years 

Edward B. Peck. assistant secretary of 
the Connecticut General Life, died at 
Hartford this week. He was eighty-eight 
vears old and had been with the com- 
penv for sixty years. 

He was born in Galveston. Texas, in 
1840. He was educated in St. Louis, went 
to Bridgeport, Conn., as principal of a 
school there, was engaged in business 
in Alabama. but later returned to Con- 
necticut and became a cashier and ac- 
countant for the Connecticut General 
Life in 1868. He was made assistant sec- 
retary in 1882. 





NEW SITE FOR WTIC 


Talcott Mountain, near Hartford, 
Conn., may be approved soon by the 
Federal Radio Commission as the site 
for the new super power broadcaster 
WTIC, the Travelers station. Commis- 
sioner Caldwell spoke favorably of the 
application when turning it over to the 
engineering division of the commission. 
The new station when completed will 
send with 50,000 watts on 1,060 kilo- 
cycles. 
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THREE POINTS OF INCOME 


Has Advantages to Beneficiary, Insured 
and Agent, Says Secretary Alexander 
of Equitable 

before the L. C. York 


Agency recently, Secretary Alexander of 


Speaking 


the Equitable Society, gave the follow- 
ing as the three distinct advantages of 
life income insurance: 

First—to the beneficiary in safeguard- 
ing the proceeds at maturity. 

Second—to the insured because it en- 
ables him to designate various income 
or instalment settlements payable for 
many years after death, thus enabling 
him to be his own administrator. 

Third—to the agent by showing the 
inadequacy of a few thousand dollars of 
lump sum insurance measured by its in- 
come producing power. 

Another point emphasized by Mr. 
Alexander was the attractiveness of life 
insurance from an investment stand- 
point. It is recognized that any form 
of permanent insurance is one of the 
soundest investment contracts that may 
be entered into, he said, but the amount 
of the policy which a man takes for 
the protection of a family should be 
looked upon as an insured investment 
which he has made for their ‘benefit, ai- 
though he may have paid only one in- 
stalment on account of it. In other 
words he has insured his investment, not 
merely his life. 


SNYDER CASE IN COURT 





J. H. McIntosh, Prudential Counsel, 
Brings Out Forgery Allegations; An 
Echo of Sensational Murder 
The suit of The Prudential to invali- 
date two insurance policies totaling $95,- 
000 written on the life of Albert Snyder, 
for whose death Ruth Snyder and Henry 
Judd Gray were executed, is on trial in 
MclIn- 
tosh is counsel for The Prudential. The 
Prudential claims the policies are in- 
valid as they never had a valid exist- 
ence either in the minds of Ruth Sny- 
der or her husband. The allegation is 
made that Snyder’s name was forged to 
an application. The agent, Leroy Ash- 
field, practically confessed this in court 
Wednesday. W. I. Hamilton, vice-presi- 
dent of The Prudential, testified to the 

forgery. 


the Supreme Court. James H. 


PENN MUTUAL. NON-MEDICAL 

Penn Mutual policyholders examined 
within the last two years may have non- 
medical additional insurance between 
November 15 and December 15. This is 
the Penn Mutual's first contact with non- 
medical, and it is offered in connection 
with an intensive survey of policyholders’ 
needs during Policyholders’ Months, No- 
vember and December. The company 
makes the period of policyholders’ serv- 
ice two months instead of one month, 
it having been found in previous yedrs 
that one month was not long enough 
in which to reach the whole body of its 
members. A valuable kit of service tools, 
assembled by the sales promotion com- 
mittee, John A. Stevenson, Vincent B. 
Coffin and Miss Mary F. Barber, has 
been supplied to the agencies. 








pected of it. 


The reason’ 
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225 West 34th St. 





GROUP 


This Agency has paid for approxi~ 
mately six times the volume of 
Group Insurance in the first ten 


months of its existence that was ex- 


Real Agency service 
backed by a great Company's enthusi- 


astic co-operation. 


To-day is perfect for getting ac~ 


THE DEWEY MASON AGENCY 
JETNA LIFE INSURANCE COMPANY 


Life, Accident, Group Insurance 


CHICKERING 1481-2-3 


Suite 2118 




















WADSWORTH WITH HOME LIFE 

William L. Wadsworth for the past 
fourteen years connected with the New 
England Mutual at Boston and for ten 
years associated with the Moore & 
Summers Agency of that company, has 
been appointed agency supervisor for 
the Home Life at Boston and will be 
located in the office of Arthur Johnson, 
Boston general agent. Mr. Wadsworth 
is popular in Boston insurance circles, 
has been active in association work and 
was particularly prominent in connection 
with the staging of the last Sales Con- 
gress. 

DOCTORS FORM LIFE CoO. 

The American Medical Life Associa- 
tion, Inc., of Spokane, Wash., is being 
organized by Dr. H. P. Marshall, a prac- 
ticing physician of the city. It will be 
a legal reserve company with a capital 
of $500,000. Most of the stockholders 
and officers are expected to be doctors. 





STEBBINS LEAVES FOR COAST 

Arthur W. Stebbins, New York gen- 
eral agent, left Wednesday for the Pa- 
cific Coast. 

Ninety leading colleges and schools of 
the United States are now featuring in- 
surance in their courses of instruction. 

















_ “IT’S A GOOD POLICY” 
MORE NEW POLICIES 


Retirement Income Policies 
(income to the insured) 


LOW COST PREFERRED RISK POLICY 
NEW OWNERSHIP, BENEFICIARY and 
ASSIGNMENT PROVISIONS 


clearly define contractual rights of all parties interested 
COMPLETELY REVISED PLAIN ENGLISH POLICY FORMS 
that will particularly appeal to the conscientious life underwriter. 
WRITE FOR INFORMATION 


Philadelphia Life Insurance Co. 
111 North Broad Street, Philadelphia 


C. B. KNIGHT’S BIRTHDAY 





Union Central Agents Turn in Large 
Number of Applications in Compli- 
ment to Event 

The birthday of Charles B. Knight, 
general agent, Union Central, New York, 
has always been regarded as a special 
event by the agency corps and they 
make an extra effort in business pro- 
duction to show this popular manager 
what they think of him. For a week 
preceding Mr. Knight’s birthday, which 
took place on October 24, the agents 
wrote 219 applications for nearly $3,000,- 
000, and the applications were presented 
to him in an interesting little ceremony. 

The agency, by the way, is substan- 
tially ahead of last year’s business for 
the first ten months of the year. 





UNDERGOES OPERATION 

Guy Goldstant, an agent of the Equi- 
table Life Assurance Society in New 
York City, who has been seriously ill in 
Oklahoma City for several weeks, was 
taken to St. Anthony’s Hocpital last 
week, where he underwent an operation 
for appendicitis. He is reported as re- 
cuperating. 


— 


CROWN LIFE’S NEW HEAD 





Sir Robert L. Borden Elected Company 
President at Special Meeting of 
Board of Directors 

At a special meeting of the board of 
directors of the Crown Life of Canada 
held this week, Sir Robert L. Borden 
was unanimously elected president «f the 
company. Mr. Borden was one of the 
first policy and shareholders of the com- 
pany and was a member of the original 
board from 1901 to 1907. In the twenty. 
one years since Mr. Borden was former- 
ly on the board, the insurance in force 
has increased from $4,000,000 to over 
$102,000,000. The company is now rated 
as being one of the largest life compa- 
nies in Canada. 

Since Mr. Borden has voluntarily re- 
tired from the Premiership of Canada in 
1920 he has devoted much of his time 
to literary work and to his financial in- 
terests. He now plans to take an active 
interest in the affairs of the company 
which he now heads and will attend all 
of the meetings. 

The company has acquired additional 
property adjacent to its home _ office 
building in Toronto and plan to erect 
a modern office building which will be 
twenty stories in height. Provision will 
be made in the new structure for the 
expanding requirements of the home of- 
fice staff. 





STATE ASSOCIATION MEET 


A regular meeting of the New York 
State Life Underwriters’ Association will 
be held at the Hotel Syracuse, Syracuse, 
N. Y., on November 14. The New York 
City members who will attend the meet- 
ing are President Julian S. Myrick, 
Gustav C, Wuerth, president of the New 
York Association of Life Underwriters, 
and George Kederich, general agent, 
New York Life. 





NEW COMMITTEEMEN 

At the concluding session of the Life 
Agency Officers in Chicago this week 
Walter E. Webb, National Life, U. S. A; 
Stephen Ireland, State Mutual; M. H. 
Bingeman, Great West Life, were made 
executive committeemen. Frank H. 
Sykew may succeed James A. McAvoy 
when the latter retires as chairman. 
James A. Fulton was re-elected chait- 
man of the Research Bureau committee. 





HAS MILLION DOLLAR MONTH 


The Robbins & Simons Agency, whose 
offices are located in the home office 
building of the Home Life, reports that 
October was the largest production 
month in its history. About $1,100, 
in written business was produced with 
premiums aggregating almost 6,0) 
This is the second million dollar month 
had by the agency this year, the other 
one being in April. 





4,000 GUESTS AT OPENING 

The formal opening of the new home 
office plant of the Pilot Life, (Greens 
boro, N. C., took place toward the close 
of October, bringing out more than 4,00! 
guests. The new plant consists of three 
buildings joined by ornamental arcades 
furnishing walkways, and located in the 
heart of a 132-acre tract seven miles 
from the center of Greensboro. 





420 Lexington Ave. 








Expert service on Sub-Standard risks 
Common Sense Underwriting 
A New York State Company 


JOHN A. CAMPBELL 


General Agent 


The Farmers & Traders Life Insurance Company 
Graybar Building 


$$$ 





New York City 


Telephone: Lexington 7655 
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THE TRAVELERS RESIGNATION 
The Travelers resignation from the Na- 
tional Bureau of Casualty & Surety Un- 
derwriters because the Bureau companies 
have consistently turned down the Trav- 
elers advocacy of instalment premiums on 
insurance has brought that 


motor car 
subject into the limelight in a sensational 
manner and it will be very much dis- 


As the Trav- 
elers is going ahead to write insurance 


cussed from this time on. 


in this way irrespective of whether the 
other companies do or not, and as it is 
that there is at least one other 
prominent casualty company which fa- 


known 


vors trying out instalment selling in auto 
insurance, the chances are that the Trav- 
elers will not be permitted to have a 
walk-away of the business, and that more 
companies will give it favorable consider- 
ation from this time forward. The fact 
that the Travelers might re-enter the 
Bureau if the latter changed front rela- 
tive to instalment buying makes prophets 
feel that such an about-face is not out- 
side the realm of possibilities. There 
will be no considerable surprise, there- 
fore, if the Bureau companies tackle this 
proposition within the next month and 
eventually work out some sort of a plan 
to mect the Travelers situation. 

It is the general opinion in the busi- 
ness that behind the Travelers resigna- 
tion is a dissatisfaction with what has 
been called negative administration of 
the bureau organization. What is want- 
ed is the strong arm, a super direction 
which will be binding on the great casu- 
alty business. 





DISABILITY FOR WOMEN 

There is more variety in the manner 
in which companies handle disability in- 
surance for women than in any other 
division of the business. In a recent 
paper on the subject of disability insur- 
ance, Frank Harnden, medical director 
of the Midland Mutual Life, said that of 
the 107 insurance companies whose prac- 
tices have been revised, there are two 
who do not issue insurance to women 
at all. There are fourteen companies 
who issue insurance to women but do 
not include disability, and then a third 
group of eighty companies who issue 
disability in some form or another. In 
this third group there has been no effort 
made to determine whether the disability 
benefits are the waiver of premium or 
income disability. This group also in- 
cludes companies who have restrictions 
as to whether the women applicants are 
self-supporting and in some cases the 


amount of insurance upon which disabil- 
ity coverage is given is limited. Further, 
some companies issue disability insurance 
at an increased rate to women, and oth- 
ers in cases of single women automatical- 
ly cancel the disability clause upon mar- 
riage. Of the 107 companies observed, 
only seven issue disability to women on 
a rated basis, and only eight companies 
cancel disability on marriage. There are 
some other companies who have special 
disability clauses for women limiting the 
age to forty-five instead of the usual six- 
ty or sixty-five before which disability 
must occur if they are to enjoy the bene- 
fits of the clause. 





INTERNAT’L. MOTOR INSURANCE 

One of the big insurance papers of 
London recently got out a special edi- 
tion on motor car insurance. The sub- 
jects discussed demonstrate that there is 
not a lot of difference between problems 
over there and over here. One of the 
articles is about the evils of ambulance 
chasing. Here are some other topics dis- 
cussed: “Motor car service on the road,” 
“If motor insurance is to be made prof- 
itable what are necessary?” 
“Safety glass in motor cars,” “Costs of 
repairs,” “Garage policies,” “Compulsory 
automobile insurance,” “The careless mo- 
torcycle rider,” “Cars purchased on the 
instalment system,” “New _ standard 
policy.” 


reforms 





GOLF LIABILITY 


One of the financial papers, “Commerce 
and Finance,” prints a list of recent cases 
where suits have been brought because 
of golf balls carelessly driven which in- 
jured persons serving involuntarily as a 
target. A suit in White Plains is for 
$20,000; one in Sacramento, Cal., is for 
$20,210. 





UNION INDEMNITY RESIGNS 





Sent Notice to National Bureau Several 
Weeks Ago; Resignation Not 
Accepted Yet 


Several weeks ago the Union Indem- 
nity resigned from the National Bureau 
of Casualty & Surety Underwriters be- 
cause of the situation arising on the 
Pacific Coast. The resignation has not 
yet been accepted by the executive com- 
mittee. 





Leonard T. Beale, a director of the 
Penn Mutual Life, has been elected 
president of the Pennsylvania Salt 
Manufacturing Co. 

















A UNION CENTRAL CEREMONY 
John L. Shuff at right presenting John D. Sage, president of company with 
Policy No. 1,000,000. Registrar R. W. Flynt at left. 


The Union Central Life issued its 
1,000,000th policy on Friday, October 26. 
The policy was issued to John D. Sage. 
Ceremonies were held in President 
Sage’s office in the Union Central tower 
at Fourth and Vine streets. The policy 
was presented to Mr. Sage by John L. 
Shuff, manager of the Cincinnati agency 
of the company, and Robert W. Flynt, 
registrar who signed the policy. Several 
weeks before the day of the event, prep- 
arations were made for it. Requests 
came from all over the country from 
the 5,000 agents and the 300,000 policy- 
holders of the company for information 





concerning policy 1,000,000. It had been 
decided, however, long in advance to is- 
sue the policy to President Sage. Policy 
999,999 was awarded to Charles B. 
Knight, general manager of the Union 
Central agency in New York City. Pol- 
icy number 1,000,001 was awarded to a 
client in Savannah, Ga. Both had made 
requests for these numbers long before 
it was time to issue them. Owing to the 
slow growth of the Union Central in its 
early years it took the company sixty- 
one years to issue its first million of 
policies. At its present rate of growth, 
the second million should be issued with- 
in the next ten years. 





Sol Heller, a well known insurance 
broker in Newark yesterday married 
Miss Edna J. Holzner. Last Thursday 
he was tendered a bachelor dinner at the 
Progress Club in Newark. The dining 
room presented a most unique appear- 
ance, the decorations being entirely of 
imitation insurance policies, folders, rate 
cards, blotters and other paraphernalia 
used in an insurance office. 

a 


William E. Stewart, vice-president of 
the American of Newark, has returned 
from an extensive hunting trip in 
Canada. 

* * x 

S. Albert Salmon, formerly in the in- 
surance business in Indianapolis and con- 
uected with some of the largest insurance 
companies of the country as insurance 
engineer and rating expert, has joined 
the H. H. Woodsmall & Co., Inc., ‘gen- 
eral agency in Indianapolis. He will be 
in charge of the rating department for 
the state, with headquarters in Indian- 


apolis. 
x ok ok 


Ed Leever, Terre Haute, Ind., well 
known insurance general agent, recently 
was elected state president of the Izaak 
Walton League at the convention in Fort 
Wayne. 


J. B. Levison, president of the Fire- 
man’s Fund, has been re-elected president 
of the San Francisco Musical Associa- 
tion, sponsors of the San Francisco Sym- 
phony Orchestra. Mr. Levison is him- 
self a musician and for some tire has 
been deeply interested in the affairs o! 
the San Francisco Symphony. 

+ oe 


R. T. Stewart, president of th Mid- 
Continent Life, Oklahoma City, was 
among the party of business and pro 


fessional men who visited Tulsa in 4 
body to attend the International Oil Ex 
position, last week. 

* * * 

Haley Fiske, president of the \letro- 
politan Life, has come out in favor 0 
a thirteen-month year and is listed in @ 
group of one hundred representative 
Americans who are advocatiny this 
change. oe : 

Henrich von Tyszka, the Geran Ir 
surance man who came here «1 the 
“Graf Zeppelin,” was not a_pa-sengel 
on the return voyage. He was 10 the 
West this week, visiting Detro’, “hr 
cago and other cities. ' 

* * * 

President Darwin P. Kingsley »{ the 
New York Life as head of the .\met 
can Red Cross has sent out the «all 10" 
annual memberships in this organization. 


0S PRD Ean raeeRa REIT eo 


OR i ACER ONE NA HORII DLE 


agg erating ms 





Ty 1\\\ Ve 





SPASM ROO 


oaighnceei 


ee eee | 








» with 


1 been 
to is- 
Policy 
les B. 
Union 
y. Pol- 
d toa 
1 made 
before 
to the 
| in its 

sixty- 
lion of 
»rowth, 
d with- 


$$ 
—— 


e Fire- 
resident 
\ssocia- 
‘0 Sym- 
is him- 
me has 
fairs of 


re Mid- 
was 
nd pro- 


sa in 4 
Oil Ex- 


letro- 
favor of 
ted ina 
ntative 
this 


ran in- 
on the 
senger 
n the 
Chi- 


I 


y if the 

\mertl- 
4 all for 
nization. 


¥ 
| 


‘ 
' 
i 
* 


eee rman i caonedaar 


x: 


setae ts 


wants yore 


November 2, 1928 








Page 17 





Jesse S. Phillips’ Son Joins Law Firm 
Francis Phillips, son of Jesse S. Phil- 


president of the Great American 
Indemnity, has become affiliated with the 
John W, Davis law firm. Francis Phil- 
lips is a graduate of Williams and of 
Columbia Law School and was recently 
admitted to the bar. He was with his 
father in Europe this Summer. 
- £ * 

Future Broadway Star 

Miss Betty Welton, who knows more 
insurance people than any other girl in 
the country (Miss Dorothy Paul having 
the second largest acquaintance), is 
about to make her debut in musical 
comedy. The production is Ned Way- 
burn’s Gambols, and the premiere will 
be in Springfield, Mass., in November. 
Miss Welton is the daughter of Spencer 
Welton, president of the New York In- 
demnity. Mrs. Welton was formerly 
Johnny Walker, famous newspaper 
writer and also at one time leading 
woman with Henrietta Crossman. 

Jetty started going to casualty con- 
ventions when twelve years old. She 
is a girl of exceptional talent, is athletic, 
and at one convention won a golf cup. 
She began studying dancing at the Way- 
burn studios some months ago. Her ac- 
quaintance in the theatrical profession is 
large and she has talents as a comedian 
which are sure to be developed on the 
musical comedy stage. Incidentally, and 
it counts decidedly in the theatre, Miss 
Welton is a handsome young woman. 
ee & 


A Travelers Sensation ; 
The action of the Travelers in getting 


lips, 


+ out of the National Bureau of Casualty 


& Surety Underwriters was a bombshell. 
Rumors that one or two other compa- 


; nies might pull out too did not make the 


situation any more cheerful. The New 
York Indemnity, the Fidelity & Casualty 


} and the Employers are not in the Bu- 
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Neither are the General ‘Accident 
nor the Preferred. The defection of the 
Travelers is very important because its 
expense assessment for the maintenance 
of the Bureau has been about 15%. 
When the Travelers resigned it gave 
a statement telling its position. In brief, 
it recited the opposition of Bureau com- 
io the Travelers’ desire to have 
automobile premiums paid on the instal- 
¢ In insurance circles it is also 
said that the Travelers is displeased be- 
Cause ‘he individual merit rating in com- 
pensation insurance has always been 
voted down and the Travelers would like 


to sec that system adopted. 

One of the companies in the Bureau 
which has decided against the instalment 
Premitzn idea for automobile insurance 


told the writer that one reason so many 
Compaiies have voted against it has been 
that in their opinion such a 
system would considerably increase the 
ng and statistical work; that fig- 
ures would have to be jotted down four 


oom year instead of once a year; and 
: at the Travelers was in a better posi- 
10n_ th: 


‘n most companies to meet this 




















expense item because it already has a big 
personnel in accident and health business 
equipped to handle instalment premiums. 
Another company pointed out that there 
are already finance companies which fi- 
nance premiums as well as car purchases 
and it does not believe instalment pre- 
miums have greatly increased insurance 
production. The Travelers’ opinion is 
that instalment payments would greatly 
increase the amount of business in auto- 
mobile insurance as 80% of the cars are 
purchased on the instalment plan. Any- 
way, there is widespread interest in the 
street to see what the Travelers’ instal- 
ment plan will be when it is eventually 
worked out. 

When the Bureau was reorganized in 
1921 the Travelers took a prominent part 


‘in the reorganization. 


In the meantime, there is a revival of 
interest in the new Casualty Chief Ex- 
ecutives’ Association which is having such 
a difficult time in getting started. 

* * * 


One of the New Lloyd’s Treaties 

One of the large fire companies has 
fixed up a treaty with Lloyd’s by which 
the latter assumes the losses running 
from $5,000 to $20,000, and gets a com- 
mission of one-third of 75% of the pre- 
miums. All of the new Lloyd’s treaties 
are said to contain provisions that the 
American fire companies must partici- 
pate to an extent in the loss adjust- 
ments. 

* * * 

Mrs. L. A. Mack Likes Conventions 

L. A. Mack of “The Weekly Under- 
writer” is back from one of the longest 
rounds of conventions going ever taken 
by a newspaper man. With him went 
Mrs. Mack, but recently a bride. They 
went as far west as Rapid City, S. D. 
Mrs. Mack liked the conventions and 
the convention people. 

x x 


Oklahomans’ View of Compensation Risk 
Profit Sharing 

At the recent convention of the Ok- 
lahoma Association of Insurors resolu- 
tions two columns long were adopted, 
including one inviting the National As- 
sociation of Insurance Agents to meet 
in Tulsa next year. Most of the reso- 
lutions had to do with treatment of com- 
panies loyal or unloyal to the National 
Association principles, but one along an- 
other line which I regarded as particu- 
larly interesting had to do with the re- 
cent statement of the New York Indem- 
nity relative to its method of paying 
commissions on compensation business by 
the profit sharing plan. As it is the first 
expression of an agents’ association about 
the plan of the New York company, I 
reproduce the resolution, which was real- 
ly a statement of opinion, herewith: 

“We cannot agree with the plan pro- 
posed by the New York Indemnity of 
accepting compensation insurance from 
their local agent and pay no commission 
whatever and any profit which may be 
derived from this business will be divided 
equally as between the company and the 
agent producing the same, for the reason 


that we do not believe that this plan is 
feasible or can it be properly worked 
out, and we feel that if a plan is to be 
attempted it should not be offered on 
only those lines upon which the company 
claims there is no profit, as we do not 
feel that this is a proper solution of this 
difficult problem.” 
* * 
A Clever Paper 

A bunch of professional editors, turned 
lose in an insurance company’s head of- 
fice with instructions to get out a newsy, 
informative, chatty paper which would 
interest the agency corps, would have ex- 
treme difficulty in doing a better job 
than do the men who get out the “Fire- 
man’s Fund Record,” published by the 
Fireman’s Fund Insurance Co. of San 
Francisco. The October issue was a 
crackerjack. 

* * 


Damage By Frost In New British 
Private Car Policies 

In the new private car policy which 
has appeared in England there is pro- 
vision made for protection against frost 
damage. <A British paper makes this 
comment: 

“The first thing which strikes the eye 
in readiig over the new policy is the 
definite inclusion of damage by frest in 
Section I, relating to loss of or damage 
to the insured car. After the severe 
cold snap of last winter there were quite 
a crop of claims owing to damage by 
frost and snow. One of the invariable 
exceptions in all motor policies is me- 
chanical breakdown, and where, e.g., 
cylinders or radiator tubes crack owing 
to excessive cold, it is generally claimed 
that the happening comes within this ex- 
ception. It may seem hard to suggest 
that the manufacturer should provide 
material of construction which will with- 
stand abnormal weather, but equally in- 
surance companies are not responsible 
for climatic conditions. In such circum- 
stances it is not, perhaps, surprising that 
last year some companies took one view 
and some another. It was admitted on 
all hands that if an insured ran his en- 
gine in such a manner that overheating 
tcok place and seizure resulted, that was 
mechanical breakdown for which the in- 
sured himself must foot the bill, bnt 
when, as the result of extremely cold 
weather, a large number of insured 
found their cars had been damaged in 
one part and another by frost, and made 
claims in respect of this damage, the 
majority of insurers were not anxious to 
rely on their technically legal position 
too strictly—in fact, there were not 
wanting those who advertised that their 
policies covered damage of this descrip- 
tion. Whether damage by frost is or is 
not mechanical breakage need not be 
debated further, for every tariff policy 
covering a private car will, in future, in- 
clude this important risk. 

* * * 


Ernest Hofmann’s Decoration From 
France 

I was interested in the story in The 
Eastern Underwriter last week about Er- 
nest Hofmann, a New York broker, be- 
ing made a chevalier of the Legion of 
Honor by France. As this decoration is 
not easily won, I wondered how a New 
Yo:k broker could win it; and so I called 
upen him. Mr. Hofmann is a member of 
the International Brokers, Inc., and oc- 
cupies a modest office in William street. 
A Swiss by birth, and speaking English 
with a slight accent, he has been in this 
country four years. When I asked him 
the direct question of why France had 
decorated him he said that this was rath- 
er a leading question which he could not 
well answer for newspapers. From one 
of his associates. however, I was handed 
the following clipping from a financial 
paper which made the mystery all the 
deeper. One paragraph of it read: 

“In the ten years since the World War, 
Ernest Hofmann has worked, in his fi- 
n°ncial capacities, to improve the eco- 
nemic status of the French nation, to 
raice the value of the franc, to stabilize 
French industry and commerce once 
more, and to place France in the posi- 
tion she held previously on the marts of 








ERNEST HOFMANN 


the world. He alone, of course, was not 
the only American to perform such ser- 
vices, but the special nature of his duties 
was such that he, personally, had a great 
deal to do with the financial negotiations 
entered into by the French government.” 

My opinion of Mr. Hofmann went up 
appreciably. I never before had met an 
insurance man whose activities abroad 
were so important that they had con- 
siderable to do with stabilizing French 
industry and helping to raise the value 
of the franc. But to all my queries as 
to “How Come” he merely shrugged his 
shoulders modestly and hid behind diplo- 
matic reserve. He admitted that he had 
had important French banking affilia- 
tions. And as France does not make 
chevaliers without a good reason for do- 
ing so I shall continue to search for the 
light and if [ find it will give readers 
ot this page the real facts about this 
William street broker whom the financial 
paper presents in such an important in- 
ternational light. 

* * 

Zone Tabloids 
tabloid,” the newest thing in 
enterprises, made its appear- 
New York recently, when 
Charles C. Rosewater, former part owner 
of the “Omaha Bee,” started publica- 
tion of the “Grand Central Zone Tab,” 
a weekly. 

The paper, as its name implies, is 
designed to cover the workers in office 
buildings ‘in the district surrounding 
Grand Central Station. It has been es- 
timated that 150,000 people work in this 
locality, from about Thirty-seventh to 
lorty-seventh streets and from Sixth 
avenue east. The Grand Central Zone 
Tab is to have a “guaranteed” circula- 
tion of 20,000. The first run was 23,000, 
the publisher stated. Mr. Rosewater 
said he had devised a system of circula- 
tion audit by certified public account- 
ants. For the first issue thirty-five col- 
umns of advertising were sold. 

* ok x 


A “zone 
publishing 
ance in 


Do Mergers Pay? 

Recently the policyholders’ division of 
the Metropolitan Life was asked if it 
could make up a survey of important 
mergers which have taken place in busi- 
ness outside of the insurance world. 
James L. Madden, third vice-president of 
the company, was asked at White Sul- 


phur if the report skowed that these 
mergers were largely successful. He said 
the survey showed that many of them 
were not. 


F. E. TRUDEL DEAD 
Ferdinand E. Trudel, insurance broker 
of Philadelphia, died recently after an 
illness of several weeks. He was forty- 
nine years old. 
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E. U. A. Auto Control 
Is Not Likely Soon 


MAY TAKE SEVERAL MONTHS 


Fire Organization Now Handling All 
The Work It Can; Progress of The 


Separation Movement 


Association 
center of in- 


The Eastern Underwriters 
the 
surance interest and speculative gossip. 
As published briefly in The Eastern Un- 
derwriter last week the Eastern Auto- 
mobile Conference by a 
unanimous vote requested the E. U. 

to take over the jurisdiction of automo- 
bile rules and practices, including con- 
trol of commissions. This would not 
mean a transfer of rate- making because 
the E, U. A. does not exercise any pow- 
ers of rate-fixing for fire insurance in 
the Eastern territory. 

However, because the Eastern automo- 
bile confe ence has requested the E. U. 
A. to act does not mean that anything 
will be done immediately. In fact, in 
view of the tremendous amount of work 
which the Eastern Underwriters Associ- 
ation now has upon its hands it is very 
unlikely that the Conference’s request 
will be acted upon for several months 
yet. When the E. U. A. constitution was 
adopted two years ago it provided for 
the extension of just such a control at 
the end of a two vear period if the Con- 
ference should favor it, so that the pres- 
ent move was expected and had been 
provided for. 

The Eastern Conference devoted con- 
siderable time to the discussion of auto- 
mobile commissions at its annual meet- 
ing last week before it voted to request 
co-operation from the E. U. A. When 
the latter organization does take a hand 
in cutting down competition for auto- 
mobile risks among members of the E. 
U. A. itself many underwriters whose 
companies are today members of both 
regulatory bodics feels that a construc- 
tive step will have been taken. These 
officials believe that control of automo- 
bile insurance must be co-extensive with 
fire insurance, long as there is to be 
any control exercised at all. 

Early Reports On Separation 

Early this week reports received at the 
E. U. A. headquarters, in New York 
showed a heavy preponderance of re- 
jections of the commission offers made 


continues to remain 


Underwriters’ 


by the Firemen’s of Newark group to 
local agents in ordinary territory. Fully 
four-fifths of the letters received told 


either of the Firemen’s supplies having 
been returned by agents who preferred 
to remain clear E. U. A. or of the in- 
tention of giving up representation of 
some unit of the Firemen’s group. This 
was somewhat of a surprise to the E. 
U. A. companies who admittedly had ex- 
pected larger casualties in their own 
agency ranks following the move made 
by President Neal Bassett of the Fire- 
men’s. 

But like the straw ballots which at- 
tempt to forecast the outcome of the 
national presidential election friends of 
the E. U. A. are discounting to a degree 
the first favorable returns. As one of- 
ficial this week said: 

“Make no mistake about the fact that 
the Firemen’s is ghing to get some good 


agencies away from the Association com- 
panies. We expect that and are pre- 
pared to see many agents accept the 


companies that offer the highest com- 
missions together with broad facilities. 
But I am certain that the Eastern Un- 
derwriters Association is stronger than 
ever and that the member companies 
are going to continue to have all the 


Agents Attack Ramsey 
Amendment in Court 


TEST OF CONSTITUTIONALITY 


O’Gorman & Young Launch Test Case 
Aimed to Upset Uniform Commis- 
sion Law Passed This Year 


Litigation to test the constitutionality 
of the uniform commission amendment 
to the Ramsey Act in New Jersey was 
started this week in the Circuit Court 
of Newark in a suit brought by the 
agency of O’Gorman & Young against 
the Hartford Fire and the Phoenix As- 
surance of London. This agency seeks 
additional compensation, or commission, 
said to be due them under the agency 
contract as it existed prior to the pas- 
sage of the Ramsey Act amendment 
early this year. This amendment in the 
law makes it compulsory for éach fire 
company to pay the same rate of com- 
mission on similar risks to every one of 
its agents in the state and has been 
in force since March. 

The complaint filed by the agency, rep- 
resented in court by Charles Pilgrim, 
well-known attorney, alleges that the 
original rate of commission was reason- 
able as evidenced by the long standing 
of the contract. The interests of the 
companies are being protected by the law 
firm of Lum, Tamblyn and Colyer who 
have been selected by the National Board 
of Fire Underwriters for that purpose. 


Position of Companies 


The position of the defendant compa- 
nies is that they do not dispute the rea- 
sonableness of the compensation in the 
original contract so far as it applies to 
this particular agency but the compen- 
sation therein allowed would be unrea- 
sonable and excessive if paid to each and 
every agent of the companies in New 
Jersey and under the provisions of the 
amendment enacted at the last legisla- 
ture the companies are precluded from 
allowing to O’Gorman & Young or to 
any other agent any commission or com- 
pensation in excess of that paid and al- 
lowed to each and every agent in the 
state no matter where or how located. 

To this the agents reply that this 
amendment is invalid and unconstitu- 
tional and does not bar them from the 
right to receive reasonable compensation 
according to their agency worth without 
regard to the worth of any other agent 
in the state. 

Inasmuch as no questions of fact are 
involved the entire litigation rests upon 
the validity of that part of the Ramsey 








first rate business which they can han- 
dle properly. Neither the Firemen’s nor 
the E. U. A. is going to be put out of 
business by this present difficulty.” 
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Act which prohibits differentiating in the 
rate of payments made to agents, the 
final determination of the issues will not 
be long delayed. 

This suit has been instituted in the 
Circuit Court of Essex County and be- 
fore it is settled ultimately it is prob- 
able that successive appeals will be 
taken to the State Supreme Court and 
the State Court of Appeals. 





C. B. SMITH DINNER 


A testimonial dinner to Clyde B. 
Smith, Lansing, Mich., new chairman of 
the executive committee of the National 
Association of Insurance Agents, was 
held in his home city recently. More 
than forty-eight company men were 
present. From the Department came 
Commissioner Livingston and his two 
deputies. The agents presented Mr. 
Smith with a bunch of roses, 





ROBERT DOUGLASS DEAD 
Robert H. Douglass, 44, Denver, Colo., 
representative of the Royal, died Oc- 
tober 23. 








Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





United States Fire Branch: 80 John Street, New York 


J. A. KELSEY, General Agent 


GEORGE Z. DAY, Ass’t General Agent 





U. S§.—Statement December 31, 1927 


OTHER LIABILITIES 
NET SURPLUS 


$9,771,118.88 
2,238,740.65 
875,414.78 
6,656,963.45 











Companies Must Know 
If Liquor Is Made 


THEY WIN HIDDEN FACT CASE 


Defendant Who Manufactured Booze 
Had Sued Three Fire Companies 
for $9,200 


Direction of a verdict in favor of three 
defendant insurance companies was 
made by Judge Daly in the Circuit Court 
in Elizabeth last week in the case of 
Joseph Hoberman and his wife, Anna 
Hoberman, of Roselle, N. J., against the 
St. Paul F. & M., the. Firemen’s of New- 
ark, and the Stuyvesant Fire. 

The Hobermans sued for $9,200, the 
amount of three policies issued by the 
defendant companies on the property a 
1100 Morris street, Roselle, which was 
destroyed by fire on December 16, 1925 

The defendant companies contended 
that plaintiffs knowingly permitted stills 
to be set up on the premises for the 
manufacture of whisky and other illic 
beverages, and the fact was not made 
known when the insurance companies 
issued policies on the premises. The con 
panies disclaimed liability under the 
policies. 








L. E. DRISCOLL STATE AGENT 


i Driscoll, for two years with the 
ta service of the Home of New York 
in Kentucky, and previously with the 
Kentucky Actuarial Bureau on Novenr 
ber 1 became state agent in Kentucky 


and Tennessee for the Norwich Union, 
succeeding E. H. Stockman of Nast 
ville, Tenn., who will enter the local 


agency business at Nashville. Mr Driv 


coll will make his office in Louisville. 
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Company President 
Asks Sole Agencies 


H. M. O’BRIEN TALKS TO AGENTS 





Chicago Fire & Marine Official Says 
There Are Not Too Many Compa- 
nies But Too Many Agents 





Return to sole agencies for the good 
of the producer and the fire companies 
alike was advocated by President Harold 
M. O’Brien of the Chicago Fire & Ma- 
rine, speaking yesterday afternoon at 
the Hotel Leland in Springfield, Ill., be- 
fore the Illinois Association of Insur- 
ance Agents. Mr. O’Brien, who occu- 
pics the position of company executive 
and local agent at the same time, says 
there are not too many insurance com- 
panies doing business today but too many 
agents who are not fit to render serv- 
ice. He made the statement that he did 
not believe that the agency system in 
this country would be upon a_ proper 
basis until the state associations and 
the National Association of  Insur- 
ance Agents insist that companies repre- 
sented by its members are on a sole 
agency basis. 

Mr. O’Brien admitted that underwrit- 
ing conditions in the fire business were 
not ideal today and attributed this to 
the big demand for premium income 
which has opened the road for the ap- 
pointment of poor agents and the ac- 
ceptance of risks that should not be in- 
sured. 

“There are not too many companies 
operating, as has been stated many 
times,” said Mr. O’Brien.’ “In fact, there 
are not enough companies for the good 
of the business, and you can expect to 
see in the next five years many more 
million-dollar capital and surplus compa- 
nies formed in this country. To properly 
illustrate this point—in 1917 there were 
200 companies operating in the state of 
Illinois. The premium income from fire 
insurance alone in that year, for stock 
companies, was $27,000,000. In 1927, the 
ten-year period, we find 255 companies 
operating in this state, the fire premiums 
alone 


being $50,000,000, tornado pre- 
miums $5,000,000 and automobile pre- 
miums $10,000,000. | With the various 


other side-lines, it is conservatively es- 
timated that the premium income in 1927 
was approximately $70,000,000, yet there 
was only an increase of fifty-five com- 
panies, or approximately 25% in the 
ten-year period, yet the premium income 
increased over 100%. 
Companies and Agents Jointly at 
Fault 

“The companies and the agents are 
jointly at fault for the present prob- 
lems that confront us. When we were 
on the sole-agency basis, the average 
agent represented ten to fifteen compa- 
nies and each company wrote its net line 
and the average agent brokered a great 
deal of business to his competitors. In 
that way the business was spread and 
we received the proper average and the 
proper premium income out of our agen- 
cies. 

“Your competitor agent at the same 
tine brokered business to you and in 
that way your premium income was 
maintained to your companies and we 
hal a very desirable spread on our bus- 
incss. Take the situation as it exists 
today in Chicago, or in fact any other 
point in Hlinois. In Chicago, by local 
board rules we have four Class I Agents 
pe: company. In reality, instead of 255 
companies operating, we have the equiv- 
alent of 1,020 companies, for the reason 
that we must give each agent the same 


authorization as his competitor. 
“Instead of having a supply of com- 
panies equalling the demand of the 


agents, we find ourselves with an excess 
number of companies, or agencies to 
place. The consequence is that we have 
inade it possible for men to open insur- 
ance offices who are not qualified to act 


as insurance agents. These men in turn 
are direct competitors of every quali- 
fied agent and to meet the competition 
that has been created by this situation, 
the qualified agent has found it neces- 
sary to write a class of business that 
under ordinary conditions he would not 
have in his office, and his sub-agency 
and brckerage business is no longer a 
source of profit to him as it has been 
in the past, for the reason that there are 
four times as many agents soliciting that 
class of business as there should. 

“Again we find the supply exceeding 
the demand, for the reason that the 
companies offered to the broker and 
agent to write the business which he 
controls are the same as the old, es- 
tablished office represents and there is 
only one way to get that broker or agent 
to switch and that is by offering induce- 
ments which the other agency is not al- 
lowing. The inducements are varied, de- 
pending on the situation and the class 
of business of the broker and agent. On 
the full time broker and sub-agent, the 
only thing to offer him is excess commis- 
sion. On the part-time man who han- 
dles insurance and real estate, the in- 
ducement of the purchase of mortgages 
is held out, and in the case of a bank, 
deposits and the purchase of mortgages. 

“The agent who is doing business on 
the proper basis is not going to lose that 
premium to his competitor. He is forced 
to meet the competition placed upon him 
by the multiple-agency system and that 
takes away the profit he has formerly 
made on this class of business. There- 
fore there is not enough profit left to 
compensate him for his time and effort 
and the consequence is the excess com- 
mission evil in the so-called accepted 
cities. 

Sees Greed For Premiums 

“The companies, in their greed for 
premiums, are largely responsible for 
present agency conditions. ‘There is also 
plenty of room for blame on the part of 
the agent, for the agent has forced the 
companies to write lines of such size 
that in case of a loss on one of them, 
our chance of making a profit out of 
that agency is entirely destroyed. I 
want you to understand that when I 
speak of companies, I am including our- 
selves with the rest of them, as we are 
as much to blame as any other com- 
pany in getting away from the sole- 
agency system and we have felt the same 
as many other company officials to whom 
I have talked, that we were forced into 
it for self-preservation. We have put 
as many agents in business as we could 
find to take our companies. The con- 
sequence is that there is no longer an 
incentive on your part to underwrite the 
business in your office properly, for the 
reason that if you turn down a line for 
your companes, and your competitor 
agent and friend, who represents the 
same companies is offered the same line, 
he writes it. Therefore you cease to 
underwrite your business as you had in 
the past, on account of the competition 
which we ourselves forced upon you. 

“IT do not believe that the agency sys- 
tem in this country will be on the proper 
basis until this association, with the help 
of the National Association, insists that 
companies represented by its members 
are on the sole-agency basis. When that 
time comes we can expect co-operation 
and intelligent underwriting from both 
the companies and the agent. But if we 
continue to appoint men who have not 
made a life study and work of the in- 
surance business, our underwriting prob- 
lems are going to remain the same as 
they are today, and there will be no 
incentive for the qualified agent to try 
to underwrite his business, for the rea- 
son that if he does, and declines the 
poorer class of business for his compa- 
nies, his competitor who represents the 
same companies in the same city, will 
write the business he rejects, and the 
companies will write it. 

“There is a great need, in all states 
that have not adopted same, for an 
agents’ qualification law. I believe that 

(Continued on Page 27) 
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John B. Knox, Phoenix 
Secretary, Is Dead 


WITH COMPANY FOR 55 YEARS 





Called Dean of Hartford Fire Officials 
He Was Beloved Everywhere; 
Four Sons in Insurance 





John B. Knox, secretary of the Phoe- 
nix of Hartford, president of the Equi- 
table Fire & Marine of Providence, and 
one of the most thoroughly beloved men 
in American fire insurance, died last 
Thursday night at his home in West 
Hartford. He was seventy-one years of 
age and the dean of fire insurance offi- 
cials in Hartford. For more than fifty- 
five years he had faithfully served the 
Phoenix and for the past twenty-one of 
these he had held the office of secretary. 
The business of insurance loses in the 
death of Mr. Knox one of its hardest 
workers and most loyal and enthusiastic 
supporters. 

Funeral services were held last Satur- 
day afternoon at his home with the Rev. 
Warren S. Archibald, pastor of the 
South Congregational Church, conduct- 
ing the services. The body was taken 
afterwards to Springfield for cremation. 

Entering the service of the Phoenix 
as a boy of vixteen years, Mr. Knox 
was actively on the job continuously un- 
til a few weeks before his death. He 
never worked for any other company, 
insurance or otherwise, during these fif- 
ty-five years. His interests were cen- 
tered almost entirely in his large family 
and his business. He gave little atten- 
tion to outside social work, his principal 
affiliation being with St. John’s Lodge of 
Masons of which he was a member. The 
four sons of Mr. Knox are all engaged 
in the fine insurance business. 

Born in Hartford April 30, 1857, he 
married Ada DeBarth of that city Janu- 
ary 8 1879. She died there August 4, 
1922. Mr. Knox leaves four sons, Ar- 
thur S. Knox, of West Hartford, promi- 


nent insurance and real estate man; John 
B. Knox, Jr., of Portland, Me.; Frank 
R: Knox, Holy oke, Mass., and Harold 


.of acute indigestion. 


Knox of Pittsburgh; two daughters, 
Miss A. Louise Knox, and Mrs. Ethel 
Knox Clifton, both of West Hartford, 


and ten grandchildren. 





POTTER SUCCEEDS ADDINGTON 

F. E. Potter, special agent of the 
Home of New York in Mississippi, has 
been made state agent of that company, 
the Franklin Fire and the City of New 
York in Louisiana, while E. H. Adding- 
ton, the present state agent, has retired 
on pension. Mr. Potter joined the Home 
about eight years ago as an engineer in 
Mississippi. Later he was transferred to 
the special risk department in Chicago 
and then to the same department at the 
home office in New York. He returned 
to Mississippi as a special agent when 
the Home resumed writing there follow- 
ing the anti-trust litigation. 





CAPTAIN F. I. MOSHER DEAD 

Captain F. I. Mosher, who retired last 
month as special agent ‘of the Home and 
its affiliated companies in West Vir- 
ginia and of the Franklin Fire in Mary- 
land, died suddenly at his home in Balti- 
more on Saturday, following an attack 
The burial was at 
Albany, N. Y. His son, J. L. Mosher, 
special agent of the Commercial Union 
in eastern New York state, lives at Al- 
bany. Captain Mosher had served the 
Home for a quarter of a century. 





POST WITH UNIVERSAL 

The Universal of Newark has ap- 
pointed A. W. Post as state agent in 
New York with headquarters in Utica. 
Mr. Post is already well-known to New 
York state agents through previous 
work in this field and is wholly capable 
of rendering excellent service for his 


company. He has been field man with 
the Globe of Pittsburgh for several 
years and has traveled extensively 


through New York territory. 





PAPER TO STOP 
It is reported that the new “National 
Insurance News” ef New York will dis- 
continue publication. 


WOULD RESTORE ARTICLE IX 





Massachusetts Agents Say Modification 
by E. U. A. Has Led to Non-Policy 
Agent Difficulties 
The Massachusetts Association of In- 
surance Agents at its annual meeting in 
Boston last week voted to ask that the 
New England Advisory Board seek the 
restoration by the Eastern Underwriters’ 
Association of Artcle IX of the E. U. A. 
constituton. Edwin J. Cole of Fall 
in talking of non-policy writing 
said that much of the present 
erg was due to the fact that the 
E. U. A. had modified Article IX per- 
mitting ae Travelers and other compa- 
nies to enjoy special concessions. Sev- 
eral speakers contended that the modi- 
fication of the clause would really make 
void all — agents had signed 

with the E. U. 

Retiring Paes ome Fred R. Smith in 
his annual report touched upon the pres- 
ent separation battle in Eastern terri- 
tory and expressed the belief that many 
interesting situations would develop in 
the next few months. His reference to 
this subject follows: 

“You have by this time, no doubt, re- 
ceived communications from all of your 
companies, now members of the Eastern 
Underwriters’ Association, calling atten- 
tion to that part of your agency agree- 
ment which reads: 

“Tt is a condition of this agreement 
that the representation by the agent of 
any company not a member of the East- 
ern Underwriters’ Association, shall sub- 
ject the agent to the termination of this 
agreement and to the loss of the agency 


River, 
agents, 


of this company,’ and requesting that you _ 


at once bring your agency into accord 
with your agreement with them as to 
company representation. 

“With separation enforced and many 
of the non-union companies seriously 
tempting our agents with increased re- 
muneration and contingent commissons, 
it seems quite likely that many interest- 
ing situations may develop during the 
next few months.” 


DROP NON-ADMITTED COVERS 





Assureds in Connecticut Heed Warning 
of Commssioner Dunham and Trans- 
for Their Policies 

Following public agitation aroused in 
Connecticut by Insurance Commissioner 
Howard P. Dunham’s recent warning 
against doing business with unauthorized 
insurance companies, many individuals 
and business concerns have been seek- 
ing information as to the status of dif- 
ferent companies before placing insur- 
ance with them. Commissioner Dunham 
revealed this week that inquiry as to the 
standing of their insurance carriers had 
caused several corporations located in 
Connecticut to transfer to authorized 
companies coverage amounting to about 
$500,000 recently. 

“I cannot emphasize too strongly the 
dangers inherent in doing business with 
companies not licensed to write insur- 
ance in Connecticut,” said Colonel Dun- 
ham. “The insurance company of stand- 
ing is usually anxious to get authoriza 
tion to transact business everywhere. lf 
a company is not licensed to do business 
in Connecticut, there may be a good rea- 
son for this condition. 

“The State Insurance Department in 
quires into the financial condition and 
management of a company, and if it ts 
satisfied on these two points it generall\ 
issues a license to the petitioning com 
pany. The department then informs th: 
public through the press that the com 
pany has been authorized to write in 
surance in this state, and specifies th 
lines of insurance it is empowered | 
write.” 





LOUISVILLE INSTITUTE 


Following a suggestion of Leo Thi 
mann, secretary of the Louisville Boar 
of Fire Underwriters, discussion has be« 
heard and plans are being made for e: 
tablishment of an Insurance Institute : 
Louisville, Ky., to handle training cours: 
in fire and casualty underwriting. 
aminations would be given and those suc 
cessful in passing them would be give: 
certificates of proficiency. The cours 
would run for twenty-five weeks. 












November 2, 1928 Page 21 



































ess W. J. WILLIAMS 


President 





HOME OFFICE 
CINCINNATI, OHIO 








Jan income to keep 
been accustomed.” 
ould provide an in 
ll death do us part” 


life insurance for 


hick and thin. 




















Platform Of American 
Agents’-Brokers’ Ass’n. 


COMPOSED OF TWELVE PLANKS 





New Body Will Ficht for Just Commis- 
sions, Oppose Overhead Writing 
and Unfit Preducers 





The platform of the American Agents 


sound insurance companies, those not 


‘admitted to do business in the states in 


which their policies are sold, and from 
dishonest and unethical insurance repre- 
sentatives. 

“7. It will maintain the principle that 
the renewal belongs to the producer of 
the insurance and not to the insurance 
company or the gencral agent. 

“8. It will seek to preserve and estab- 
lish equitable rates of commissions and 





understanding that he declined to be- 
come a candidate for re-election. Mr. 
Freeston was selected unanimously be- 
cause of the fight he has been making 
against the Keystone Automobile Club 
in behalf of agents, brokers and com- 
panies. 

Joseph FE. Hale, an agent of the Home 
of New York, was elected treasurer, and 
these two men, in conjunction with Ed- 
ward Davis, of the firm of Hirschwald, 


FIRE ASSURANCE OF HOBOKEN 


New Company Will Start Writing With- 
in Two Months; L. S. DuFour 
Is President 


A meeting of the board of the Fire 
Assurance Corporation of New Jersey, 
Hoboken, will hold a meeting today at 
the offices of the company to take steps 
to obtain their certificate of incorpora- 


and Brokers’ Association, with head- Wil oppose any reduction in commis- Goff & Davis, and James V. Yarnall, tion from the New Jersey department. 
quarters in Philadelphia ccaien twelve sions. who were elected permanent executive All the stock of the first issue has 
planks, upon which it "hopes to enlist “9 It will stress the fact that the vice-president and secretary at the or- been subscribed and the company will 


the support of agents and brokers all 
over the country. In brief, the associa- 
tion favors renewals for the producer 
and is opposed to cuts in commissions, to 
compulsory insurance, to unqualified 
agents, to the elimination of agents and 
brokers and to automobile clubs selling 


agent and the broker are economic ne- 
cessities; that they are entitled to their 
commission because of their service to 
the insuring public, and that the inter- 
ests of the public are best served by 
placing insurance through established le- 
gitmate agents and brokers. 

“10. It will oppose wth all its strength 


ganization meeting, head the association. 
Herman Apothaker, Philadelphia broker, 
has been added to the executive com- 
mittee. 





RUSSELL & ZIEGLER OFFICES 


Russell & Ziegler, one of the best es- 


probably start to write business within 
two weeks. It will write fire and other 
allied lines. 

The new outfit was organized late last 
spring with a capital of $200,000 and a 
surplus of $300,000. The writing of busi- 
ness will be confined to New Jersey for 


: the present. 

insurance. It aims also to elevate the ; > abitiet oi seats : pal ar P 3 
position of the producer and to stress mY attempts of companies to sell in- tablished fire and_ casualty yr eee The president of the company is L. S. 
the fact that they are economic neces- SUrance direct to the public and thus @sencies in New York City, formally ])yFour; vice-presidents, Reuben H 


sities. 
Following is the text of the associa- 
tion’s platform: 


elimnate the agent and the broker. 
“11. It will fight all automobile clubs 
and other organizations which are sell- 


opened their new and enlarged quarters 
at 89 Maiden lane, corner of Gold street, 
last Thursday. All classes of business, 


Reiffin and M. Edward Verdi; 


secretary, 
Edward Johnson; 


treasurer, J. A. Pulis. 
In addition to the officers of the board 


“1. The Amercan Agents’ and Brok ing insurance as a side line and which send a eae oe . ons ae F hen Ww. & Gale 

_ cogs : : : a SHEGEY AEG: WEEMS see rer, Dr. A. F. Graham, W. S. Guillan 
ers’ Association protects your business. ps rear peng in which clilie of thas cleiae ane: bated Sok an Pred Huettig D ag + Dat Pree 
It can do this because ‘in union there : : | 1s Th . piece es . 
: —— : ee a “12. i parts of the United States. e compa M. Rufu, Jr., Louis Shnayerson, Jacob 
is strength’—unorganized individuals lack 12. It will work to devise ways and » Jr, yerson, J 


the strength of an association to fight ef- 


means by which the legitimate agent and 


nies represented include the Aetna (Fire), 


Stern, W. S. Stuhr and John Via Cava. 


World Fire & Marine, Standard Fire 
Sate e ‘ ‘ . broker can increase his business and suc- ; ‘ ; -——- = = 
fectively. lt will hear and act upon all cenaaly compete with those offering in- and the Century Indemnity. Beauty as CHANGES ORGANIZATION PLAN 
Just grievances. — le Ti tion with Well_as convenience for brokers are the The D ie Fi isis 
“2 It will eliminate cut-throat compe- SUFance as a side line in conuection w chief characteristics of the Russell & . e Domestic Fire which was organ- 
tition among insurance men and foster ther lines of business.” Ziegler offices as now constituted. ized a few months ago in New York 
a better spirit in the fraternity. ee A City, recently changed its plan of or- 


“3. It will fight against the entrance 
of the state into the insurance business 


NEW ASS’N ELECTIONS 


AUGUST BAUR DEAD 


ganization with the approval of the su- 
perintendent of Insurance. Its present 


and all compulsory schemes of insurance American Agents & Brokers Choose Special Agent August Baur, JF. of the plan calls for 40,000 shares of stock to 
which include a state fund. Arthur Freeston First President; Underwriters Salvage Co. in Philadel- be issued at $11 a share, $5 to be ap- 
“4. It will seek to discourage the en- Joseph E. Hale Treasurer phia for the last four years, dropped portioned to capital stock, $5 to surplus 


trance into the insurance business of 
those unfit to serve the insuring public 
and those who do so to take care of 
business for themselves and their imme- 
diate associates. 


“og 


5. It will work for the elimination 


As a result of two meetings of the 
executive committee of the American 
Agents & Brokers’ 
ed at the organizaton meeting in the 
Adelphi Hotel, September 27, additional 


Association, appoint- 


dead on the sidewalk on his way home 
from the offices of the General Adjust- 
ment Bureau to the office of Louis Daw- 
son, an adjuster, in the Bullitt building. 
He was fifty-seven years of age and a 
native of New York where he was con- 


and $1 for organization expenses. The 
Public National & Trust Co. will act as 
trustees. This company has not yet re- 
ceived a license from the New York De- 
partment. 





from the insurance business of those who officers and executives of the association nected with the Underwriters’ Salvage DENIES HIGH COMMISSIONS 
are using that business as a form of have been elected, to serve until January, Co. before being sent to Philadelphia. The Northwestern National, through 
rebate in connection with other lines of 1929. Arthur Freeston, of Arthur Free- He is survived by his widow and one President Alfred T James, denies that 


endeavor and will fight for the removal 
of such persons from the business. 
“6. It will protect the public from un- 


ston, Inc., was elected first president of 
the association and agreed to head the 
organization until next January with the 


married daughter. Funeral services were 
held Tuesday evening at his late home 
in Upper Darby. 


its Newark office is paying 30% broker- 
age rates on New Jersey business as has 
been generally reported. 
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Chicago Committees 
Publish Final Report 


COMMISSION RATES GIVEN 


Plan Will Be Submitted to Chicago 
Board on November 14; Appears to 
Meet Ail Objections 


Chicago, Ill, Oct. 31—Another pro- 
posal to stabilize fire underwriting in 
Cook county was published here today 
when the revised report of the tri-lateral 
committee of the Union, Western Insur- 
ance Bureau and Chicago Board, was 
distributed, This report was necessi- 
tated when the Union made its accept- 
ance of the first report, contingent upon 
a maximum commission of 25% to Class 
Two agents and a limit of 10% on con- 
tingent commissions. 

The revised report, which will be sub- 
mitted to the Chicago Board at a spe- 
cial meeting November 14, appears to 
accept the recommendations of the 
Union. 

The report provides maximum com- 
missions of 35% in Cook county, whereas 
the first report submitted would have 
reduced commissions to a maximum of 
30% by January 1, 1931. The new re- 
port provides for commissions of fifteen 
and twenty-five for Class Two, as com- 
pared with ultimate commissions of ten 
and tweniy in the first report. 

The rev.sed report has been approved 
ove; wheimingly but not unanimously by 
the executive committee of the Chicago 
Board and prospects for its adoption by 
the three interested organizations are 
bright The effective date is set for 
January 1, 1929. 

Another important change in the new 
report is the continuance of agency rep- 
resentation at four instead of the re- 
duction to three as formerly proposed. 
The congested city district is enlarged, 
and certain, classifications in the pre- 
ferred class are placed in the ordinary 
group ng, thus compensating the compa- 
nies for the increase in the maximum 
commissions. The report like the first, 
climinates the intermediate classification 
and places the majority of the risks in 
the preferred class. 

The commissions are summarized as 
follows: 

Class One, congested district, twenty 
and twenty-five; principal city and re- 
mainder of Cook county, twenty-five and 
thirty-five; Class Two, outer city and 
suburban agents, policies written on 
business outside principal city and con- 
gested districts, fifteen and twenty-five 
per cent. 

Brokerage for exchange of business 
between Class One members and _ for 
Class Two agents and Class Three, the 
full time insurance brokers, is the same, 
as follows: Congested district, ten and 
fifteen; principal city and remainder of 
Cook county, fifteen and twenty-five. For 
Class Four, the down town real estate 
offices and banks, the brokerage is ten 
and fifteen in congested district and ten 
and twenty elsewhere. Non-resident 
agents are limited to ten and twenty per 
cent anywhere in Cook county. Sprink- 
ler leakage—Commission for Class One 
is twenty-five and for Class Two, it is 
fifteen; brokerage for Classes One to 
Four, fifteen, and for Class Five, ten 
per cent. 

The Chicago Board manager is au- 
thorized to audit and investigate books 
of members to ascertain if acquisition 
costs are too high; new Class One mem- 
bers after January 7, would be required 
to maintain the sole agency of one com- 
pany for two vears; Class Two members 
.re requested to pay annual registration 
fee of $10 annually: and office brokers, 
after January 1, 1930, are requested to 
pay their quarters, or receive lesser com- 
pensation, all as povided in the first re- 
nort. This last provision is to make 
Classes Two and Three absolutely 
equal. The Class Two agents maintain 


Windstorm Problems 
Worry Florida Agents 


FEAR POLICY YY RESTRICTIONS 


Express Belief That if Rates Are In- 
creased State Will Expand Powers 
of the State Fund 

The companies having called a con- 
ference on the question of windstorm 
coverage in Florida, and the impression 
having become general that the rates are 
to be “revised upward,” and the cov- 
erage readjusted downward, President O. 
kK. Kreeman, of the Florida state agents 
association, sent out a call for a spe- 
cial convention of his body at Orlando 
last Satuiday. While only about thirty 
agents got there, it proved to be inter- 
esting in that any disposition to throw 
pop bottles was entirely lacking. 

110 public declaration was made of 
what was done, but it is known that 
the only resolution passed was one of- 
fering every aid to the companies in 
working out this trying problem. Lead- 
ing danger signals were the possibility 
that if this sort of protection is cut 
down too low and it is hard to get in- 
vestment companies will restrict loans in 
the state to a dangerous point; and the 
practical certainty that if things are 
made too hard for the public either in 
the raising of rates or the curtailing of 
coverage the legislature that will be in 
session next spring will make a lot of 
trouble. 

The first view was expressed by Presi- 
dent Freeman, and the second suggest- 
ed by Vice-President Quinlan Adams, of 
Orlando. W. F. Knott, the new insur- 
ance commissioner of the state, was in 
the city but did not take any part in 
the discussions. 

Compromise Is Sought 

Mr. Adams, prior to the meeting, said 
“The problems of the agents on the 
east coast are different from those of 
the agents of this central section and 
on the west coast.” This, he thought, 
the companies should recognize, as well 
as “the tremendous effect of drastic 
changes in tornado rules and rates both 
as to State supervision and possible with- 
drawal of capital.” He realized fully that 
“the companies are not charitable insti- 
tutions and can not be forced to take 
unprofitable and uninsurable risks,” but 
at the same time “there is a possible mid- 
dle ground that can be adopted provided 
the companies will take counsel from per- 
manent residents of the state and not 
from officials who come into the state 
in the middle of storm readjustments.” 

The fear of legislation is the fear of 
further extension of the authority of the 
state fund, in which several millions of 
state property is now insured. While 
this is all fire at the present time, it 
would be an easy matter to carry it to 
windstorm, and in such event result in 
taking from the companies a large line 
of good fire business, as well as make 
them a lot of trouble with what will very 
likely be a part of such a plan, a state 
rating board. Before his recent sad 
death former Commissioner J. C. Lun- 
ing plainly intimated that if there was 
any disposition to punish the state at 
any time his department would favor 
such a board. It is also far from im- 
probable that a state fund with a com- 
pulsory automobile coverage act will 
have a lot of backing in 1928. This is 
all the more probable if there is any 
great increase in rates along any line. 


KENTUCKY FIRE MEETING 


The annual meeting and election of of- 
ficers of the Kentucky Fire Underwriters 
Association, has been set for November 
27, in Louisville. 








their own offices and in the past have 
received larger compensation, while this 
report puts the brokers on a level in 
commission, but requires that they, too, 
shall have office expense. 








Causing Bankers to See Need of 
Insuring Against Air Craft 
Property Damage. 


That damage liable to be done to buildings 
by airplanes presents a new problem was the as- 
sertion of Robert J. Rendall, President of the 
Hudson County Savings Bank, at the Annual Con- 
vention of the Bankers’ Association, May 19, 1928. 


After describing risks which have come with 
changing conditions, he pointed out the danger from 


aircraft collision, saying: 
“Another risk that is in its infancy, but will Pin 
grow from year to year, is the aircraft risk. Two \ a 


craft sailing in the air and coming together over , 
one or two apartments, where a bank has loaned ~ Gh 
about $50,000 on each of the apartments, might 

mean considerable insufficiency when settlement 

takes place, and this risk at the present time may 


be covered for a very small premium.” 
> (Jersey Journal) 


——-G——4 


Long ago this Company (realizing this new hazard had come to 
stay and the rapidly increasing use of aircraft must 
multiply losses hitherto unknown) began to write 


Aircraft Property Damage Cover 


on private residences, apartment houses, hotels, 
Sieatene, mercantile structures and public utility 


Pp times in amounts of millions of dollars 
of indemnity. 
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New Aircraft Property Damage Illustrations are 
in Our Agents Hands. 
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“CORRY to hear about the fire Bob—if you need any money until you start 
operating again, just call on me.” 


‘Thanks, old man—mighty nice of you—but another friend has already come to 
the rescue. 


“Insurance is repairing the damage and replacing the stock; paying the continuing 
expenses while we are shut down as well as the anticipated profits. Because I 
had insurance I don’t have to impose upon the generosity of good friends 
like you.” 

ie Ze em Surround your clients with insurance against fire, windstorm, explosion, business 
Sapo ao) interruption and they will have a circle of friends that can be depended upon to 


PAUL L.HA t 


ile come to their aid no matter what happens. 


CASH CAPITAL~TEN MILLION DOLLARS 


on 


FIDELIT Y-PHENIX 


FIRE INSURANCE, COMPANY 





FIGHTY MAIDEN LANE, NEW YORK,N.Y. 








NEW YORK CHICAGO SAN FRANCISCO DALLAS MONTREAL 
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‘ AMERICAN EQUITABLE ASSURANCE COMPANY OF NEW YORK 
July 1, 1928 statement 


























VOLUNTARY HOLDERS 
ASSETS LIABILITIES CAPITAL | RESERVE SURPLUS 
$8,506,689.00 $3,980,598.46 $2,000,000.00 $1,000,000.00 $4,526,090.54 
BRONX FIRE INSURANCE COMPANY OF THE CITY OF NEW YORK 
July 6, 1928 statement | 
$4,278,800.00 $1,778,800.00 . $1,000,000.00 $1,227,500.00 $2,500,000.00 
BROOKLYN FIRE INSURANCE COMPANY | 
June 30, 1928 statement | 
$4,813,680.24 $2,313,680.24 $1,000,000.00 $ 946,275.96 $2,500,000.00 
| 
GLOBE INSURANCE COMPANY OF AMERICA | 
PITTSBURGH, PA. 
(INCORPORATED 1862) 
July 1, 1928 statement 
$1,404,028.52 $ 683,072.90 ‘ S BeRgeeRO — sbesctecves $720,955.62 
KNICKERBOCKER INSURANCE COMPANY OF NEW YORK 
July 1, 1928 statement 
$3,656,053.13 $1,670,514.41 $1,000,000.00 $ 150,000.00 $1,985,538.72 
MERCHANTS AND MANUFACTURERS FIRE INSURANCE COMPANY 
NEWARK, N. J. 
(CHARTERED 1849) 
; June 30, 1928 statement 
$4,783,781.48 $2,283,781.48 $1,000,000.00 $ 914,170.20 $2,500,000.00 
NEW YORK FIRE INSURANCE COMPANY 
(INCORPORATED 1832) 
June 30, 1928 statement 
$1,997,043.45 $ 217,135.13 $1,000,000.00 ——........0ee $1,779,908.32 
REPUBLIC FIRE INSURANCE COMPANY 
PITTSBURGH, PA. 
(INCORPORATED 1871) 
June 30, 1928 statement 
$2,489,293.27 $ 963,897.61 _ $ 610,000.00 $ 100,000.00 $1,525,395.66 
SYLVANIA INSURANCE COMPANY OF PHILADELPHIA, PA. 
July 1, 1928 statement 
$4,788,572.60 $1,788,572.60 $1,500,000.00 $1,199,877.04 $3,00),000.00 








Classes of Insurance Written 


4 FIRE, AUTOMOBILE, EXPLOSION, RIOT, CIVIL COMMOTION, TORNADO AND WINDSTORM, SPRINKLER 
LEAKAGE, USE AND OCCUPANCY, PROFITS, LEASEHOLD AND GENERAL MERCHANDIZE FLOATERS 


SOUND —PROGRESSIVE—EQUITABLE 


These Are Our Keynotes 
We welcome and invite this class of agency representation. 


CORROON & REYNOLDS, Inc. 


Manager 











92 William Street New York City, N. Y. | 
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N. Y. City’s Education 
To Prevent Fire Loss 


SPLENDID LECTURE WORK DONE 
Talks Before Many Organizations and 
To School Children; Radio Also 
Is Used Here 





\ccording to Fire Commissioner John 
orman of New York, approximately 
() fires and consequent possible prop- 
tv damage of $1,500,000 have been pre- 
.ented so far this year through the in- 
rumentalities of fire prevention edu- 
ion and methods. 
ire Prevention Week is held every 
year in Greater New York. It is usually 
wugurated by a proclamation from the 
iayor. The preliminary propaganda 
work starts about the latter part of Sep- 
tenber when the program of the week’s 
iclivities, accompanied by a copy of the 
Mayor’s proclamation is mailed to every 
school superintendent in New York City. 
The program includes the presentation 
of medals to public school, parochial 
school and high school pupils who have 
written prize essavs on the subject of 
fire prevention. This year the medals 
were awarded by Mayor Wolker and 
lire Commissioner Dorman made an ad- 
dress one evening during the camprign 
over Station WNYC, 


Lectures by O’Connell 


Inspector James O’Connell who is in 
charge of the work of the Bureau of 
Fire Prevention of the Greater City told 
The Eastern Underwriter the other day 
about the workings of this department. 
Mr. O’Connell spends a good deal of his 
time after business hours lecturing to 
churches and civic organizations on the 
subject of fire prevention. He also visits 
the schools of the city and makes short 
talks to the school children on the im- 
| of safeguarding the homes 

gainst fire. This is a highly important 
ak, for it is in the ordinary tenement 
house or apartment house dwelling, ac- 
cording to Mr. O’Connell, that the bulk 
of the fires occur. As proof of this he 
nointed to the fact that out of 96 deaths 
in New York City last year which re- 
sulted from fires. 53 occurred in tene- 
ment houses and 22 in one and two-fam- 
ilv dwellings. Mr. O’Connell also point- 
ed out that accidents will occur in spite 
of any precaution that may be taken 
against the hazards of fire; even in those 
buildings which conform in every detail 
to the requirements of the fire laws. It 
makes no difference, he said, whether a 
familv lives in a house constructed under 
the old fire laws or in one built accord- 
ing to the new laws, the danger of fire 
is ever present. He mentioned the nu- 
merous cases as shown in the deport- 
ment records, of little children who have 
been burned to death when their cloth- 
ing caught fire from a gas range. Some 


eee 


ae 


of these fatalities have occurred in apart- 
ment houses of the most modern type. 
Deaths From Fires 

Mr. O’Connell has compiled an inter- 
esting chart which shows the number of 
deaths from fires in New York and the 
classes of buildings in which they, have 
occurred during the last fourteen years. 
Out of a grand total of 1,694 deaths, 
1,257 occurred in dwelling house build- 
ings. The next heaviest loss of life oc- 
curred in lodging houses and furnished 
rooms, there being 111 deaths. In fac- 
tory buildings where there are about 
600,000 people employed, only 81 lost 
their lives in fires, 

It is the opinion of Mr. O’Connell that 
the only way in which people in_tene- 
ment house districts can be reached is 
through education. In institutions of 
learning only twenty-eight deaths have 
been recorded by the department in the 
fourteen years covered by the chart, 23 
of which occurred in one fire, namely, 
the Welfare Island fire in 1923. Only 
three persons have lost their lives in 
hespitals during all this time. This has 
been largely the result of the vigilance 
that is exercised by the department in- 
spectors in institutions for the sick. In- 
spections are made constantly, day and 
night, and there is a strict surveillance 
of all hospital buildings. 

The New York Fire Department gets 
a lot of co-operation from church and 
social groups and the motion picture pro- 
ducers also lend their aid to the work 
of spreading fire prevention data. For 
instance, the Motion Picture Producers 
and Distributors of America, Inc., of 
which Will Hays is the head, produced 
a film this year which was shown in 
different places in the city. During Fire 
Prevention Week there is usually a pa- 
rade through the East Side in which fire 
apparatus is displayed prominently. 


Effective Posters 

In the recent poster contest conduct- 
ed among the pupils of the New York 
public schools and parochials some excel- 
lent work was disclosed. Two prizes of 
$25 each were awarded and one of the 
winners was only thirteen years of age. 
Some of the leading art critics passed 
upon the merits of the drawings. 

Mr. O’Connell showed the writer some 
of these posters (there were 1,400 of 
them submitted) and said they had 
proved a fertile source of ideas for fire 
prevention work. He said he had dis- 
covered more good ideas among these 
juvenile posters than he had been able 
to get hold of in the work of some 
preminent artists he had consulted from 
time to time. 

Altogether, the results of the educa- 
tional campaigns of the Bureau of Fire 
Prevention have been most gratifying. 

Mr. O’Connell pointed out that in 1916, 
at which time the Fire Department start- 
ed its educational work along fire pre- 
vention lines in the public schools of 
New York, 65% of the fires occurred in 
the home. Since that time, he said, there 
has been a steady decrease in fires in 


COMMONWEALTH CAPITAL 





Company Will Increase Capital to 
$1,000,000 Through Declaration of a 
100% Stock Dividend 
Stockholders of the Commonwealth of 
New York, a member of the North Brit- 
ish & Mercantile group of fire compa- 
nies, will meet on November 7 to vote 
on the proposal that the capital be in- 
creased from $500,000 to $1,000,000. This 
captal will be supplied by a transfer of 
$500,000 from the surplus through the 
declaration of a 100% stock dividend. As 
the net surplus of the Commonwealth on 
July 1 of this year was $2,939,000, the 
declaration of this dividend will not in 
any way mean a weakening of the sur- 
plus account. The company has assets 
of about $7,500,000 and under the man- 
agement of the North British interests 
it has been steady expansion and prog- 

ress. 


SCOTTISH UNION BUILDING 


A contract for the erection of an office 
building extension to the main office of 
the Scottish Union & National in Hart- 
ford has been awarded to Mare Eidlitz 
& Son of New York City. Tentative 
plans call for a six story building which 
will be erected directly at the rear of the 
structure now in use by the companies in 
the group. “Although the company’s 
main office building on Elm street was 
built only fifteen years ago, the increase 
in business and the organization of new 
American subsidiary companies which 
has been the policy of the Scottish 
Union of recent years makes necessary 
this office building extension.” United 
States Manager Vreeland said in his an- 
nouncement. 


WITH F. H. ROSS AGENCY 

The F. H. Ross Agency in New York 
has been appointed agent of the Inde- 
pendence Fire of Philadelphia for fire 
lines in the metropolitan district and sub- 
urban territory. The Ross agency also 
writes fire lines for the Buffalo, Stand- 
ard of New Jersev, Globe of Pittsburgh, 
Majestic Fire of New York and the Peo- 
ples National Fire. Ths agency is one of 
the best established in the city and 
was founded in 1884. 








homes until the average is now only 
about 33%. In other words, the fire pre- 
vention propaganda that has been car- 
ried on in schools has proved successful. 

That the fire losses in New York City 
are gradually being reduced is shown 
by some figures supplied by the Fire 
Prevention Bureau. Last vear, 1926, for 
example, there were 25.185 fires in New 
York City as compared with 24,341 for 
1928, representing a decrease of 84. In 
1926 131 deaths resulted from fires while 
last year there were only 96 deaths, a 
decrease of 35. 


INSURED PARCELS 
Post Office Department Issues New 

Regulations Relative to Senders’ 

Return Receipts; Text of Ruling 

The Post Office Department has added 
the following paragraphs to Section 129 
relative to insured parcels: 

“Senders’ return receipts for insured 
parcels mailed in the United States will 
be furnished only upon request therefor 
by the sender (except in the case of in- 
sured parcels for Canada, for which no 
return receipts are furnished) upon pay- 
ment of a fee of 5 cents in stamps af- 
fixed, in addition to postage and insur- 
ance fee, when requested at time of 
mailing ; when received subsequent to the 
time of mailing a charge of 10 cents 
will be made. 

“When a return receipt is desired the 
article shall be marked in a conspicuous 
manner, ‘Return receipt requested’ or 
with the letters ‘A. R.”. The foreign form 
of registry return receipt (Form 3870) 
will be used, the wording on the receipt 
being appropriately changed to refer to 
parcels of declared value instead of to 
registered articles. If the parcel is 
mailed at an office which is not furnished 
Form 3870, the proper form will be sup- 
plied at the United States exchange of- 
fice making direct dispatch of the in- 
sured article to Great Britain or North- 
ern Ireland if the article bears a re- 
quest for a return receipt. 

“If a return receipt, duly applied for 
by the sender at the time of mailing, is 
not received back at the office of origin 
at the end of a proper interval, an in- 
quiry for the missing return receipt shall 
be instituted, in accordance with the pro- 
cedure prescribed by the following para- 
graph (17). The office of origin shall 
enter at the top of the form of return 
receipt the words ‘Duplicate advice of 
delivery,’ or some equivalent expression. 

“When the sender applies for a return 
receipt after an insured parcel has been 
mailed, the office of origin enters on a 
return receipt an exact description of 
the parcel (office of origin, date of mail- 
ing, number, and name and address of 
sender and of addressee). This form 
should be marked ‘Request for advice of 
delivery made after mailing’ and trans- 
mitted to the administration of destina- 
tion with an indication of the mail in 
which the parcel under inquiry was dis- 
patched to that administration. The of- 
fice of destination completes the form 
and returns it to the office of origin as 
prescribed in paragraph (15), or if de- 
sired, to the central administration of 
the country of origin of the parcel.” 





DEATH OF KALFORD KRETH 

Kalford Kreth of Montgomery, Ala., 
died in a hospital in that city last week. 
He was sixty-six years of age and -had 
represented the Home of New York for 
nearly forty years. His death is widelv 
regretted in insurance circles in the 
South where he had a host of friends. 
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Standard To Write 
Inland Marine Covers 


ALL RISKS POLICIES ALSO 





Unit of Aetna Life Group to Broaden 
Facilities Immediately; E. J. Perrin, 
Jr., To Head Underwriting 


Entrance of the Standard Fire of Hart- 
ford inland marine and “all 
risks” business was announced yesterday 
by Vice-president J. K. Hooker. All ar- 
rangements, such as the preparation of 
schedules have 
been completed, and the company’s 
agents will begin to write these lines im- 
mediately. The Standard Fire is a unit 
of the Aetna Life group, which includes 
the Aetna Casualty & Surety and the 
Automobile. 

The underwriting and developing of 
these new lines for the Standard will be 
under the direction of E. J. Perrin, Jr., 
who has been elected secretary of the 
Standard. He will be assisted by D. R. 
Sibley, newly elected assistant secretary 
of the company. Both of these officials 
occupy the same relative positions in the 
Automobile, and are well known in the 
marine field through their many years of 
experience in the successful promotion of 
this branch of the insurance business, 
which, during the past few years has en- 
joyed both a rapid and a wholesome 
growth. 

Among the 


into the 


policy forms and rate 


lines m< = available imme- 
diately to its agency plant by the Stand- 
ard Fire are all forms of transportation 
insurance, bailees’ customers, jewelry 
floater, fine arts, scheduled property 
floater, bridge insurance, fur floater, in- 
stallation risks, radium, registered mail, 
person: il effects, parcel post, tourist bag- 
gage, processors’ and exhibition risks, 
musical instruments, and numerous other 
lines affliated with the inland marine and 
“all risks” business. 

This marks a new step forward in the 
continued development - the Standard, 
which was acquired by the Actna Life 
in the early part of 1924. At that time 
President Morgan B. Brainard, of the 
Actna Affiliated Companies, said: 

“The Standard will be maintained as a 
separate company, its facilities for the 
writing of business will be increased, its 
financial resources will be strengthened. 
The Standard will parallel the Automo- 
bile in fire lines and will continue to 
write tornado, windstorm, sprinkler leak- 
age and other related coverages.” 

The Standard was organized under a 
Connecticut charter in 1910, starting busi- 
ness in March of that year with a paid 
up capital of $500,000. Its assets were 
then approximately $1,600,000. At that 
time the company had upwards of 800 
agents throughout the country and oper- 
ated in all states except Arkansas, Flori- 
da, Mississippi, New Mexico, Texas and 
Vermont. It has since entered Florida 
and Texas. The last annual statement 
of the Standard, made January 1, 1928, 
showed a capital of $1,000,000, surplus 
$985,213, and total assets of more than 
$3,500,000. 


HORSE INS. CO. QUITS 


The full significance of the song “The 
Old Gray Mare, She Ain’t What She 
Used to Be,” has ben realized by the 
Pennsburg & Goshenhoppen Mutual Live 
Stock Insurance Co. 

The organization has instituted pro- 
ceedings in court at Pennsburg, Pa., for 
dissolution, according to the United 
Press. The officers admitted the days of 
the company’s service is over. 

Automobiles have caused the last of 
the horse insurance companies in upper 
Montgomery county to end its career of 
nearly 50 vears. At the height of the 
horse-driving days the organizations, for 
they combined five years ago because of 
decrease in business, numbered 1,000 in- 
sured horses. Horses decreased, insur- 
ance fell off, and today less than 200 ani- 
mals are on’ the books of the company. 


CORROON & REYNOLDS PLANS 


Name Wm. E. Goodman as Michigan 
State Agent Who Will Extend Facili- 
ties Throughout That State 
Corroon & Reynolds will organize 
Michigan thoroughly for its fleet of eight 
carriers, it was disclosed there this week. 
William E. Goodman, for the past sev- 
eral years head of the rating division 
of the Michigan insurance department, 
has been named state agent for the 
fleet, effective November 1, and he will 
extend the several carriers’ facilities to 

every portion of the state. 

Up until about a month ago only three 
of the Corroon & Reynolds group had 
authorization in Michigan. These were 
the New York Fire, the American Equi- 
table, and the Republic. Operations, 
without a field man operating in the 
state, were naturally restricted, being 
confined virtually to Detroit. Licenses 
have now been obtained, however, for 
the other five companies : the Merchants’ 
and Manufacturers, Brooklyn, Bronx, 
Knickerbocker and Sylvania. Offices of 
the state agent will be opened in the 
Newton building in Lansing and the en- 
tire state will be worked from this head- 
quarters. 

Mr. (soodman, who has been with the 
rating division for upwards of six years, 
was previously with the Michigan and 
Indiana Inspection bureaus. He has an 
unusually wide acquaintance among 
Michigan agents, having attended many 
of the State Association meetings as a 
representative of the department and 
having covered virtually every section of 
Michigan checking on rates and carry- 
ing out his general duties. He was 
chosen to his new position by Vice- 
President Inglas of the Corroon & Rey- 
nolds organization. His successor in the 
department has not as yet been selected, 
cepartment officials said this week. 





BLUE GOOSE MEETINGS 

Announcement has been made by Most 
Loyal Grand Gander J. Charles Harris 
that the Grand Nest of the Blue Goose 
will hold its 1929 meeting at San Fran- 
cisco October 1 to 4, inclusive. Accord- 
ing to present tentative plans, the golf 
tournament, including the international 
match, will be held the first day of the 
meeting and the business meeting will 
begin on October 2 and continue through 
October 3. The fourth day will be de- 
voted entirely to the entertainment. 

Paul W. Terry, St. Louis, has been 
appointed Deputy Most Loy al Grand 
Gander for Arkansas and eastern Mis- 
souri. Mr. Terry’s name was inadvert- 
ently omitted from the first list of Grand 
Nest appointments. 

MADE NEW JERSEY SPECIAL 

The Fire Association and affiliated 
companies announce the appointment as 
of November 1 of Robert R. Bumstead 
as special agent for New Jersey, in as- 
sociation with Special Agent R. A. Mac- 
Donald, with headquarters in the Essex 
building, Newark. Mr. Bumstead_ re- 
signs from the Schedule Rating Office of 
New Jersey, in which he has had several 


years’ training in engineering and rating 
problems. 





WITH FIREMAN’S FUND 

H. 1D. Sammis, who joined the Fire- 
man’s Fund organization on October 1, 
has charge of the automobile 
of the Fireman’s Fund, Home Fire & 
Marine, Occidental Insurance Co. and 
Occidental Underwriters in head office 
territory under Assistant Secretarv 
Wills. Mr. Sammis went to the head of- 
fice organization from the Pacific Coast 
Automobile Underwriters Conference of 
which he has been assistant manager. 


bnsiness 





T. Y. BROWN OFFICE TO MOVE 

The Glens Falls and T. Y. Brown & 
Co. have rented the ground floor, second 
and third floors at 84 William street, the 
building formerly occupied by the Roval. 
The T. Y. Brown organization has rep- 
resented the Glens Falls for more than 
fifty years. 


AIR TRAVEL IMPROVING 


Dr. Frederick L. Hoffman, consulting 
statistician of The Prudential, who re- 
cently completed more than 6,000 miles 
by airplane in this country and abroad 
for the purpose of ascertaining condi- 
tions as to the safety in air travel, re- 
reports that travel by air has greatly im- 
proved, particularly along the regular 
flying routes. His investigation covered 
the flights of commercial planes, includ- 
ing mail carriers, which are covering an 
average of 30,000 miles daily. While the 
number of deaths so far this year has 
reached 160 the total number at the close 
of the year will probably be around 250, 
due, Dr. Hoffman states, to the large 
number of planes in operation and the 
mileage covered by them. Dr. Hoffman 
found that passenger facilities were far- 
ther advanced with fewer fatalities in 
Europe than in this country. 





EMPLOYERS STATE INSURANCE 

London.—At a recent meeting of the 
London and Suburban Traders’ Federa- 
tion here the following recommendation 
from the federation’s law and parliamen- 
tary committee was adopted by the coun- 
cil: “That this Federation would support 
the introduction of a scheme under which 
employers could be voluntary contribu- 
tors for state insurance and thus become 
entitled to benefit in such necessitous 
circumstances as might be defined in the 
scheme; and that, as the Minister of 
Health has intimated that he is_per- 
sonally sympathetic to this proposal, and 
that he does not regard any state scheme 
of insurance as complete which excludes 
the class of person contemplated, a let- 
ter be sent to the Minister in the name 
of the federation, requesting the Govern- 
ment to introduce the necessary legisla- 
tion for such a scheme.” 





A. T. BAILEY PROMOTED 


A. T. Bailey of San Francisco, Pacific 
Coast manager of the North British & 
Mercantile and its associated companies, 
at a meeting of the directors of the Com- 
monwealth Insurance Co. of New York, 
held this week, was appointed a_vice- 
president of the latter company. Earlier 
in the month he was similarly appointed 
a vice-president of the Pennsylvania Fire, 
the Mercantile and the Homeland of 
America, of the North British group. 











J. Campbell Haywood 


ADJUSTER 
for STATE of CONNECTICUT 
Wide Experience Prompt Service 
Moderate Charges 
Tel. 221-4 Washington 
‘Warren, Conn. Cornwall Bridge P. O 











218TH YEAR 


SUN 


INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
ONITED STATES BRANCH 
55 Fifth Ave. New York 
Western Department 
Wrigley Bldg., 410 N. Michigan Avs. 
hicago 
Pacific Department 


N. W. Cor. Sansome and Sacramento Sta, 
an Francisco, Cal. 











soem RU Se 


if 








INSURANCE 
HARRY C. FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 


LOGUE BROS. & CO., Inc. 


























INSURANCE STOCKS 


NEEM 


FRANK L. BROKAW & C0. 


Incorporated 


Frank L. Brokaw Walter j. Nichols 
Howard C. Hill Stockton Cranmer 


149 BROADWAY, NEW YORK 
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THE HANOVER 


FIRE INSURANCE COMPANY 
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Charles W. Higley, President 


HOME OFFICE 
Hanover Building, 
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New York City 
Howie, Jarvis & Wright, Inc. 
General Agents 
Metropolitan District 
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The Standard Fire Insurance Co. 
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Royal Exchange Assuraure 


THE STATE ASSURANCE CO. Ltd. 
PROVIDENT FIRE INS. CO. 


New Hampshire Corporation) 
CAR & GENERAL INS. CORP., Ltd. 
The First Company Organized to Insure Automobiles 
95 Maiden Lane, New York 
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Company Manager Asks 
Agents’ Cooperation 


ONE GROUP NEEDS THE OTHER 





Ralph G. Hinkley Of American Of New- 
ark Tells Mass. Agents How All 
May Work Together: 





Ralph G. Hinkley, New England Man- 
ager of the American of Newark, made 
a hit in Boston last Wednesday before 
the twenty-ninth annual banquet of the 
Massachusetts Association of Insurance 
Agents at the Hotel Statler, when he 
spoke on “Cooperation Between Com- 
pany and Agent.” He spoke in part as 
follows: 

“We should not overlook the thought 
in any discussion of this subject that the 
public must benefit through our coopera- 
tion, or we fail in the final analysis, and 
likewise we must cooperate or we cannot 
expect the understanding of our business 
on the part of the public which we need. 

“The primary object of business is 
profit. Insurance is a business and the 
foundation of credit on which all other 
lines of activity depend. No business 
makes a profit ultimately unless the other 
side profits also. A triangle is formed, 
and the company, the agent and the pub- 
lic are inter-dependent. 

“First, no profit can be made by the 
company at any rate of premium accept- 
able to the general public except by in- 
suring that portion only of the public en- 
titled to indemnity, and under the Amer- 
ican agency system the company obtains 
that business through its agents. 

Agent Needs Companies’ Backing 


“Second, the agent makes no profit un- ° 


less he can get business for his company, 
and certainly not without good companies 
backing him in his efforts. 

“Third, that portion of the public 
rightly entitled to protection will not give 
its business to an agent who cannot fur- 
nish them their money’s worth in under- 
writing services, with all that implies as 
to company representation. 

“There is another phase of true coop- 
eration which is gaining lately, but there 
should be more of it,—that is, in giving 
away what used to be called “trade se- 
crets” to your competitor, whether a 
company or an agent. A special agent 
or local agent reads up, we’ll say, on Use 
and Occupancy, tries it successfully on 
the dog a few times and gets to be an 
expert. Why instruct his competitor and 
let him know just as much,—why not be 
the only man in town who knows any- 
thing about that particular line? From 
every standpoint he should instruct his 
competitor and all the insurance sales- 
men he can possibly reach. The more 
men talking the line correctly to the 
public and the fewer men giving out 
mis-information, the more premiums and 
commissions in it for all of us, and the 
fewer cases of misunderstanding on the 
part of the public when a loss occurs. 
Carrying that still further, the more of 
us talking new “side lines,” the easier to 
sell the “old standbys.” 


EAST & WEST AGENT 


Harrison Moore & Co., Inc., have been 
appointed New York metropolitan agents 
ot the East & West of New Haven. This 
agency also writes for the Colonial States 
Fire, Northwestern National and the 
Unired States Casualty. 


WERNER LEAVES FIREMEN’S 





To Become Vice-President of the Trans- 
portation Companies in Charge 
of Fire Insurance 

William Werner this week resigned as 
assistant secretary of the Firemen’s of 
Newark group of companies to become 
vice-president of the Transportation In- 
surance Co, and the Transportation Re- 
insurance, both of New York, where he 
will have charge of the fire underwrit- 
ing. He will take over his new duties 
on December 1. To the present time 
these companies have specialized in 
ocean and inland marine and _ aireraft 
risks and Mr. Werner will have the task 
of building up the fire end of the busi- 
ness. 

Mr. Werner entered fire insurance in 
1896 and for nineteen years was with the 
Firemen’s. He started his career with 
the local agency of C. O. Gansel & Son 
at Cincinnati. After seven years there 
he went with the Home of New York 
at the home office as an examiner. He 
remained there for six years and then 
joined the Firemen’s. His underwriting 
experience covers practically the whole 
country 





Cc. F. CAMPBELL ADVANCED 

The New York Underwriters Insur- 
ance Co. has appointed C. F. Campbell 
as assistant to Special Agent E. N. Har- 
riman in charge of eastern Massachusetts 
and Rhode Island. Mr. Campbell will 
have his headquarters in Boston. He 
goes there following several years of ex- 
perience in the New York home office 
of the company. 





ANGUS CARUTH DIES 
Angus Caruth, assistant secretary of 
the Scottish Union & National and sec- 
retary of the American Union Insurance 
Co., of New York, died Sunday evening 
at his home in Hartford. He had been 
identified with the Scottish Union for 
the last twenty-one years. Funeral 
services were held Wednesday afternoon 
at Mr. Caruth’s late residence in Hart- 
ford. 
NEW LE ROY AGENCY 
Thomas M. Philbin has opened a gen- 
eral insurance agency in LeRoy, N. Y., 
where he has been in the mercantile 
business since 1914. 





COSMOPOLITAN FIRE OFFICE 

The Cosmopolitan Fire has established 
its home office at 92 William street, New 
York. The company has been licensed 
to write in Illinois. 





HERE FROM LIVERPOOL 
J. J. Atkinson, general manager of the 
Royal, arrived here on Monday night 
from Liverpool. 





Rich Agency, Inc., Cattaraugus, gen- 
eral insurance, has been chartered at Al- 
bany with $20,000 capital. Charles J. 
Rich, George H. Lincoln, Edna_ S. 
Campbell, Cattaraugus, are the incor- 
porators. 





Asks Sole Agencies 


(Continued from Page 19) 

if in Illinois we had an agents’ qualifi- 
cation law, that the number of agents 
would be reduced at least 25% and part- 
time men and the men unqualified to 
write insurance would be out of the busi- 
ness would revert to the regular agency 
channels.” 





U. S. Mer. 
Robert R. Clark 


——— 





FOUNDED 1805 


Caledonian Insurance Co. of Scotland 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
United States Head Office 
555 Asylum Street, Hartford, Conn. 
New York City Office 
1 Liberty Street, New York 


Asst. Mgr. 
Arthur H. F. Schumm 


WILL DOUBLE CAPITAL 
North Carolina Home to Have $1,000,000 
Capital and Additional Surplus; 
New Par Is $10 

Directors of the North Carolina Home, 
of the Great American group of fire 
companies, have recommended an_ in- 
crease in the capital from $500,000 to 
$1,000,000 and that the par value of the 
stock be reduced from $100 a share to 
$10 a share. Stockholders will meet on 
November 5 at a special meeting to vote 
on the proposition. Through the sale of 
the new stock at $16 a share, $10 par 
value, $300,000 will also be added to the 
surplus of the company, increasing that 
fund to over $1,000,000. The new capital, 
if approved, must be subscribed for and 
approved, must be subscribed for and 
paid in by December 5. The total assets 
of the North Carolina Home will then 
be in excess of $2,750,000. 





A decision upholding a temporary in- 
junction granted 113 fire insurance com- 
panies doing business in Kentucky to 
prevent State Auditor Clell Coleman 
from interfering with their collection of 
a 12'4% increase in fire insurance pre- 
miums was handed down Tuesday by 
Judge Cochran in the Federal Court at 
Covington, Ky. 


F. B. LUCE PROMOTED 
Elected Vice-President of Providence- 
Washington and Anchor; Will 
Remain at Chicago 

Frederick B. Luce, manager of the 
Western department at Chicago of the 
Providence-Washjneton and the Anchor, 
was this week elected vice-president of 
the companies also. Mr. Luce joined 
the Providence-Washington in January, 
1921, as Western department manager 
and has held that position since. He 
will remain in Chicago as vice-president 
and there will be no change in the man- 
agement. 


ENTERS KENTUCKY 
Shelton M. Saufley, insurance commis- 
sioner of Kentucky, has admitted the 
Automobile Insurance Co., of Monroe, 
Wis., to operate in Kentucky. The com- 
pany will write motor vehicle and plate 
glass coverage. 





Lederer Agency, Inc., New York City, 
a general insurance agency, has been 
chartered at Albany with $1,000 capital. 
Nathan S. Cohen, Herbert S. Ortman, 
and Jesse Greember of New York City, 
are directors and subscribers. 






NOVEMBER— 
the Thankful Month 


Thanksgiving’s coming. Are we thankful? Weare. 


* * 


* * 


What for? Oh, lots of things. For instance, there are 
those constant hazards of fire, windstorm, automobile ac- 
cidents and so forth. Some of us escaped them. So we're 


thankful. 
* BS 


But some of us did not. 


* * 


And then the thankfulness de- 











pends upon the amount of damage and whether or not 
there is insurance recompense. 


* * * * * 


Your job is to give these luckless ones something for which 
to be thankful when that loss occurs. Insurance is§the 
something. 

et 2 2s 


Every time you sell a man a fire policy; every time you 
show that same client why Rent or Rental Value Insurance, 
Windstorm Insurance or, in the case of a business, Business 
Interruption Insurance is a necessity for complete protection, 
you have given him plenty of cause to be thankful. Even 
if he never suffers a loss, the relief from worry afforded by 
insurance protection is sufficient cause for joy. 


* * * * * 


And right now is an opportune time to go after those very 
insurance covers mentioned. As a representative of The 
Carolina Insurance Company you have a sales argument in 
the dependability of this Company; in the assured protection 
it affords your clients. Use it when you talk insurance. 


* * * aK * 
If there is no representative of this Company in 


your locality, remember that dependable agents are 
invited to apply for representation. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
NEAL BASSETT, President JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President 
JANUARY IST, 1928, STATEMENTS 
ORGANIZED 1855 
FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 
SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$40,000,136.83 $19,459,279.01 $7,500,000.00 $13,040,857.82 $20,540,857.82 
ORGANIZED 1853 
THE GIRARD F. & M. INSURANCE COMPANY 
OF PHILADELPHIA, PA. 
$6,000,966.28 $2,930,594.84 $1,000,000.00 $2,070,371.44 $3,070,371.44 
ORGANIZED 1854 
MECHANICS INSURANCE CO. 
OF PHILADELPHIA, PA. 
$4,828,245.29 $2,820,808.68 $600,000.00 $1,407,436.61 $2,007,436.61 
| ORGANIZED 1866 
| NATIONAL-BEN FRANKLIN FIRE INS. CO. 
OF PITTSBURGH, PA. 
| $4,907,721.63 $2,557,216.60 $1,000,000.00 $1,350,505.03 $2,350,505.03 
| | ORGANIZED 1871 
SUPERIOR FIRE INSURANCE CO. 
OF PITTSBURGH, PA. 
$4,835,369.35 $2,520,317.56 $1,000,000.00 $1,315,051.79 $2,315,051.79 
| 
| ORGANIZED 1870 
CONCORDIA FIRE INSURANCE CO. 
F MILWAUKEE, WIS. 
$5,250,424.26 $2,567,447.92 $1,000,000.00 $1,682,976.34 $2,682,976.34 
ORGANIZED 1886 
CAPITAL FIRE INSURANCE CO. 
OF CONCORD, N. 
$760,298.04 $375.00 $300,000.00 $459,923.04 $759,923.04 
TOTAL PREMIUM RESERVE TOTAL NET PREMIUMS 
$27,594,166.15  EASTERNDEPARTMENT — $5, 684,495.78 
N k, New J 
WESTERN DEPARTMENT porn senna PACIFIC DEPARTMENT 
| ening 0d CANADIAN DEPARTMENT eneiien 
Chicago, Illinois 461-467 Bay Street . . , 
| "HL A. CLARK, Manager Tenuate, Conde San Francisco, California 
prageenen ee MASSIE & RENWICK, Limited, W. W. & E. G. POTTER, 
‘ JAMES SMITH —« JOHN R. COONEY Managers Managers 
LOYAL. TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
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Place Of Trade Paper 
In Public Relations 


AN ADDRESS BY Y. E. ALLISON, JR. 





Business Press Brings Insurance Men 
Cioser Together and Clears Their 
Ideas, Says Editor 





The trade paper’s place in public re- 
lations and its mission in the business 


were outlined by Young E, Allison, Jr., 
editcr of “The Insurance Field,” in an 
addr. ss made before the Tennessee As- 
sociation of Insurance Agents at Chat- 
tano ga a few days ago. It is his idea 
that public relations to be bettered must 
begi) at home. 


Besinning at home, so far as insur- 
ance is concerned, means that public re- 
lations work should for best and surest 
benefit begin right with insurance itself. 
Henry Swift Ives has given the opinion 
that the local agent must be the back- 


bone of sound public relations work. 
“Let me say amen to that,” said Mr. 
Allison. “The active, qualified, respon- 


sible, competent local agent who under- 
writes insurance instead of merely selling 
policies is always going to represent the 
insurance business in his community. 
That kind of agent—active, qualified, re- 
sponsible and competent — is doing 
necessary work. Somebody must _ per- 
jorm his services and perform them lo- 
cally, and whether his woik can be done 
equally well at lower cost through any 
other medium is by no means a settled 
point. If the answer were known the 
branch office problem would not be a 
problem today—by now there would be 
nothing but local agents or branch of- 
fices. 

Local Agent Must Be Considered First 

“But at present the agency system is 
the main thing. It is here. The branch 
office is only here and there. So, to 
undertake a campaign or plan or pro- 
gram of public relations without first 
considering the local agent is somewhat 
like doing missionary work in China for 
the purpose of improving conditions in 
Chattanooga. It can be done that way, 
but the process is slow, tedious and ex- 
pensive. In the same way, to aim an 
insurance program at the general public 
without first taking the local agents into 
conference seems somehow rather an 
awkward method to follow. 

“After all, it is the local agent who 
will have to answer the vast bulk of the 
questions asked by the public and make 
most of the millions of explanations to 
assureds, A statement that is, in itself, 
complete enough to leave no question 
whatever in a layman’s mind is going of 





necessity to be so long and involved that 
no layman will take the trouble to fin- 
ish reading it. A public relations plan 
mght be devised that would make every 
adult reader a Ph. D. in insurance—and 
there ould be no readers to qualify for 
the desree. No, they would only skim 
throuh the big type and ask some agent- 
inen’ what the big idea was.” 


If the local agent is the backbone of 


public relations, then the trade paper is 
the inal cord, Mr. Allison * argued. 
Public relations should start at home, 
and the trade paper is home folks to 
the business. 
Exchange 

Ih: reason for the trade paper is 
exact’. the same as the reason for this 
Convention of Tennessee local agents,” 
he Cc vtunued. “You meet to become ac- 
juain' od, interchange ideas and learn 
more about your business and how to 
Solve its problems. Every trade paper 
'S poblished for those reasons. It 
bring. you every week the equivalent of 
4 nai onal convention, presenting local, 
State, national, agency, field and com- 
pany views and keeping those at a dis- 
tance ‘n touch with interesting personali- 
hes cad important developments. 
_“Neurally, the trade paper does not 
‘tnct’ n automatically. To derive bene- 
tt fron one, it has to be read. Reading 
Sap! to be hard work—but that is 


where the profit lies. It may be only 
coincidence, or maybe just rock-bottom 
fact, but my experience has been that 
those who stand highest in their fields 
and are generally regarded as successful 
insurance men—agents and company ex- 
ecutives—are invariably well informed 
about the business and’ know what their 
trede papers have been printing, Not 
only about themselves but about others. 
That fact is worth consideration.” 

By interpreting the business to itself, 
the trade paper is constantly doing the 
first and most necessary part of public 
relntions. To omit the trade press in 
laying out a public relations program is, 
therefore, to ignore the first step. Ulti- 
mately the program must go back to the 
beginning and take that step, or else 
come to an end that is not complete. 
_“A successful public relations plan is 
like a figure ei~ht,” the speaker said. 
“In insurance, let us say, it would start 
with the home offices, proceed through 
the insurance papers to the local agents 
and field men; then cross the line to 
the general public and the present or 
prospective assureds; finally swinging 
back and benefit the agents and com- 
panies in the downward circle. 

“If omitting the papers is to miss the 
first step, omitting the agents is to miss 
the second, and the longer one. There 
is no valid objection to presenting the 
broad facts direct to the public, but that 
seems to me only half of the real task. 
Insurance itself, and particularly the 
local agent, constitutes the other, really 
the first half, and to appeal exclusively 
to the public may cause as much dis- 
trust and trouble in the business as the 
original sort of overhead writing which, 
you will all remember, was minimized by 
local agency efforts. 

“The public relations idea is good, but 
not if it wins the people in the next 
block and breaks up the family. The 
best insurance public relations will start 
by consolidating the business into one 
amicable family, so to speak. 

“The business papers of insurance have 
played a big part already in getting and 
keeping the business acquainted with it- 
self; and while I have no authority to 
speak for all of them I know that they 
can be depended upon to continue doing 
their share as long as there are insur- 
ance men to read them.” 














CAPITAL 
PREMIUM RESERVE 





Mail. 








NATIONAL LIBERTY INSURANCE 


COMPANY OF AMERICA 
HOME OFFICE: 709-6th AVE. 
NEW YORK CITY 


Summary of Semi-Annual Statement, July 1, 1928 


RESERVE FOR ALL OTHER 


Pe $1,825,129.00 | 
NEF SUMPTLS ................-0..5. $18,758, 100.02 
TOTAL ASGETS..................024. $32,410,076.04 
SURPLUS TO POLICYHOLDERS..... $20,758,100.02 


Fire, Automobile, Windstorm, Tornado, Sprinkler Leakage, Rent and Rental 
Value, Use and Occupancy, Tourist Baggage, Explosion, Property Damaged 
by Aircraft, Riot and Civil Commotion, Inland Marine, Parcel Post, Registered 


$2,000,000.00 
$9,8-6,847.02 

















BLUE GOOSE APPOINTMENTS 
J. C. Harris Names Deputy Grand 
Ganders and Deputies at Large for 
the Whole Country 
Grand nest appointments for the Blue 
Goose have been announced by Most 
Loyal Grand Gander J. Charles Harris. 
These are for the ensuing year and in- 
clude the deputies for the United States 
and Canada, committee chairmen 

their committees. 

Deputy most loyal grand ganders for 
Canada are: Eastern district, James D. 
Cherry, Montreal; western district, John 
W. Wilson, Vancouver ; central district, 
Harry H. Smith, Winnipeg. 

Deputies at large in the United States 
are: W. E. Mallalieu, New York; Wil- 
liam T. Benallack, Detroit; Richard E. 
Vernor, Chicago; S. C. Kennedy, Dallas; 
R. R. Robertson, Seattle, Wash., and J. 
Clark Buchanan, Los Angeles. 

Deputy most loyal grand ganders for 
the various districts are: California, M. 
E. Pinney, San Francisco; Montana, 
Idaho, Utah, and eastern Washington, 
Ray C. Culver, Helena, Mont.; western 
Washington, British Columbia, and Ore- 


and 


gon, Ira P. FE. Reynolds, Portland, Ore. ; 
New York city, eastern Pennsylvana and 
New Jersey, Frederick Ackerman, New- 
ark, N. J.; New England and upper New 
York, Edward C. Ryan, Brooklyn, N. Y.; 
Maryland, Virginia and the Carolinas, B. 
P. Carter, Richmond, Va.; Texas and 
Oklahoma, Guy H. Fuller, Oklahoma 
City; Alabama, J. Y. Brame, Montgom- 
ery. 


BUFFALO’S MUNICIPAL PLAN 

Buffalo’s proposed blanket insurance of 
all its municipal vehicles, whereby Coun- 
cilman Joseph Becker, sponsor of the 
plan, claims a saving of more than $20,- 
000 is possible, is still much up in the 
air. Comptroller William A. Eckert of 
that city has now entered the contro- 
versy, which has held up action on the 
proposal for many wecks, with a state- 
ment that he will not favor coverage of 
this type until the council states ex- 
plicitly just how it proposes to cover the 
awarding of the general contract. The 
ordinance providing for a blanket policy 
was to have been before the Buffalo 
council this week but to meet Mr. Ec- 
kert’s wishes action was postponed and 
no date for vote on the measure was an- 
nounced. 








WESTERN DEPARTMENT 
175 West Jackson Blvd. 
Chicago 








149 William Street 
Underwriting Service Throughout The United States 


GENERAL FIRE 
ASSURANCE CO. 


OF PARIS 


Organized 1819 


This is the oldest fire insurance company of France, having been 
; continuously in business for more than one hundred years. 
United States Branch was established in 1910. 


FRED S. JAMES & CO. 


United States Managers 


PACIFIC COAST DEPARTMENT 


New York, N. Y. 


The 


108 Sansome Street 
San Francisco 
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H. C. Wilbur Analyses 
Fire Premium Dollar 


UNDERWRITING PROFIT 12% 
Chicago Economist Also Says That 84 
Cents of Each Dollar Returns to 
wn Community 








A keen analysis of the income and out- 
go of the fire insurance companies was 
presented last week in Milwaukee at the 
Wisconsin Insurance Day meeting by 
Harry Curran Wilbur of Chicago, expert 
economist and consultant. He took for 
the. subject of his talk, “The Fire Pre- 
imum Dollar,” and showed that for 1927 
100 of the leading companies made an 
underwriting profit of only 1.51% upon 
their gross business. His analysis shows 
that the premium dollar is divided as 
follows: administration and adjustment 
expenses, 8.77% ; inspections and surveys, 
1.29%; national and state taxes, 1.95%; 
agents’ and_ brokers’ commissions, 
14.24% ; increase in earned premium re- 
serve, 0.87%; losses paid and incurred, 
52.53%; returned premiums, 18.84%, and 
residue for profit, 1.51%. 

In subdividing the administration and 


adjustment expenses Mr. Wilbur cited 

these costs: 
Attorneys and courts...... $ 552,969 
IRS ee yy a5 See nen 1,788,788 
Furniture and Fixtures... 1,549,528 
STIS cau S Asn wee bee esie 6,660,043 
PARP ek skdewdenceaeu nm 2,652,382 
ARVOCUSING ..5i4%5500008 8.603.923 
BMMREES Koc lot cio seke mse 46,975,154 
Field Expenses .......... 26,907,597 
Loss Adjustments ........ 16,519,096 


Denying the oft-repeated charge that 
as the companies pay back only about 
55% of the premium income in losses 
small communities are losing capital to 
the large cities. Mr. Wilbur said that 
88.43 cents out of every dollar collected 
on the average goes directly back to the 
community whence it came, either in 
losses or expenses. Mr. Wilburs’ talk 
follows in part: + 

Cost Under 60 Cents a $100 

“I want you to look again now, for 
just a moment, at that figure of $213,- 
358,385,361 that represents the gross 
amount of the insurance written by these 
companies, the liability assumed under 
all their fire and tornado policies when 
and as issued. It means that that amount 
was protected as specified in the policy 
contracts and that individual or corpor- 
ate credit to the extent that those values 
merited was supported for a long or 
short period as required. 

“When we contrast that with the gross 
premiums written we find that the aver- 
age premium cost was 59.96 cents for 
each $100 of risk assumed and for some 
time carried. I want to point out here 
and now, in order to avoid any possible 
misunderstanding, that this average cost 
of 59.96 cents per hundred dollars of 
values covered is not set up as the av- 
erage rate of premium for any given pe- 
riod of time. It is just exactly what 


I have said it was: the average cost of 
the protection afforded by these compa- 
under his 


nies studied to the assured 


policy contract. 


“Of that total sum of a little 


In other words, of ‘the 


more 
than a billion and a quarter in premiums 
collected, $182,137,980, or 14.24%, was paid 
as agency and brokerage commissions. 
fire premium 
dollar’ collected from the assureds 14.24 
cents stayed right in the community in 


which it was collected as commissions 
to agents and brokers. 

“The record of these companies 
showed that during 1927 they paid in 
taxes to the United States, to the states 
and to the municipalities a total of $24,- 
943,97, or 1.95% of the gross premiums 
collected. 

“If we were to add together all these 
figures now set forth we would find a 
total of 88.43 cents out of ‘the fire pre- 
mium dollar’ going back, on the aver- 
age, into the community in which it was 
collected. Surely if ‘investment seeks 
mainly to conserve capital and insure 
normal income from it’ the assured 
makes a remarkable investment when 
he pays his premium for his fire insur- 
ance coverage. 

What Premium Purchases 


“For that small sum called the premi- 
um, he not only secures the protection 
he desired, and the service that is an 
integral part of that protection but at 
the same time he stabilizes his credit, 
frees his mind from worry, secures an 
absolute guarantee that if fire or tornado 
damages or destroys his property he 
will be indemnified under the terms of 
his policy, and in addition 8843 cents on 
every dollar that he pays for this pro- 
tection and service comes back, on the 
average, to him or into his community 
to be spent with him and his fellow 
business men. I challenge any business 
to make a better showing. 

“What is left for the companies? Sub- 
tracting that 88.43 cents from ‘the fire 
premium dollar’ we have remaining 11.57 


cents that at first glance seems to go 
to the companies. But this is only ap- 
parent, as the actual figures will show. 
Let us look at them, as we complete 
‘the fire premium dollar’ and see what 
becomes of it. 

“The figures taken from the reports 
of the companies studied show that there 
was spent for inspections and surveys a 
total of $16,532,920, or 1.29% of the total 
premiums collected by these companies. 

“What is this inspection and survey 
service? It is a service maintained, after 
all, primarily in the interests of the as- 
sured. Through it and because of it, 
experts pass upon each bit of property, 
point out improvements that can be made 
that will reduce the fire hazard, safe- 
guard the property itself, and, in the 
end, tend to reduce even lower the pre- 
mium rate. 

“After all ‘it is the burning record 
that makes the rate and not the com- 
panies nor the inspection or rating bu- 
reaus. This inspection and survey ser- 
vice bears the same relaticn to the busi- 
ness of fire insurance that preventive 
medicine bears to medicine and surgery 
as a whole. It is what might be termed 
a ‘health service’ in the economic field, 
designed primarily to prevent loss and 
destruction of property. 

Adjustment and Home Office Costs 

“This brings us to the item of admin- 
istration and adjustment expenses, and 
the figure compiled by the statisticians 
from the official reports of the compa- 
nies we are studying shows a total of 
$112,209,480, or 8.77% of the gross pre- 
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Growth 


Reassuring to the agent is the knowledge 
that the company with which he isa co- 
worker is moving forward yearby year— 


gaining new thousandsof policyholders, 
becoming even more widely known. 


Reassuring to the agent for P.F.& M. 
is the sound, consistent growth that 
marks his company’s history. 


PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE 
1600 Arch Street, Philadelphia 
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miums collected by these companiis, ex. 
pended for administration and adjust- 
ment expenses. This accounts fir 877 
cents of ‘the fire premium dolla: 


“I find that $16,519,096, or 1.29% 9 
the gross amount collected, is ex ended 
in loss adjustments. This is primarily 
the salaries and the expenses incurred 
by the loss adjusters when there has 
been a fire or tornado. Field expenses 
another item in this total that we ar 
now discussing, aggregated $26,%(7,597 
or 2.11% of ‘the fire premium dollar’ 
This includes the salaries and expenses 
of the special agents and Supervising 
field men of the companies operating in 
the several states. The next item is fo; 
salaries. It shows a total of $46,975,154 
or only 3.67% of the gross amount col. 
lected. From this small fraction of ‘the 
fire premium dollar’—less than four cents 
—is paid the salaries of the company 
officials in the home offices, the salaries 
of officials in the western and other de. 
partment headquarters and likewise the 
salaries of the thousands of clerks and 
sother employes in all these offices. [t 
is a strict administration and mainte- 
nance cost and it is a relatively insigni- 
ficant part of ‘the fire premium dollar’ 


“Advertising calls for an expenditure 
of $8,603,923. This is another sum of 
which much is expended locally. Pos. 
tage calls for an expenditure of $2,652. 
382. The balance of that total of a little 
more than $112,000,000 is made up of 
rents, $6.660,043; furniture and fixtures, 
$1,549,528; maps, on which an observa- 
tion somewhat similar to that already 
made regarding inspection and _ surveys 
might be injected if we wished, $1,78- 
788; and attorney fees and court costs, 
a large part of which are incurred by 
the necessity of resisting the efforts of 
demogogic politicians to mulct the poli- 
cyholders as these political factotums 
seek to cover up their own wild scran- 
ble to ‘get a little revenue to wrap their 
little projects in,’ total $552,969. 


“We have only one item remaining— 
that elusive item for which company ex- 
ecutives looked in vain for seven long 
years, an item so shy and retiring that 
it seemed almost to have passed out of 
existence entirely and gone into some 
other world where fires were not and 
where hazards did not lie in wait at 
every turn of the road. 

“For 1927—the first profit year in eight 
—this shy and elusive thing totaled $19; 
210,730 for these companies we are study- 
ing, or just exactly 1.51% of the gross 
premiums collected. In other words, out 
of ‘the fire premium dollar’ collected by 
your agents from the assureds, on the 
average, in 1927 1.51 cents went to the 
companies. That is the extent of the 
so-called ‘enormous underwriting profits 
about which political racketeers are cot: 
tinually ranting and on which the u- 
scrupulous harp when they clamor tot 
further taxation or for further restric 
tions upon a business that serves all fair 
ly and impartially. 

“Before you chalk up that cent ané 
a half out of ‘the fire premium dollar 
to the credit of these companies in thet 
bank accounts, recall again that for this 
analysis I selected an exceptional yeat. 

“As insurance agents you know that 
at least a five-year period is required 
to give any average on which to ie 
ceed with any sense of security at all 
On this question of profits the figure 
of the National Board of Fire Under 
writers show that for the five-year Pt 
ricd 1923-1927, both inclusive, there w 
an underwriting deficit of 3.27%.” 
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Bureau of Standards 
Fire Resistance Tests 


RESULTS OF EXPERIMENTS 





Government Bureau Seeking to Add 
Further Protection to New Con- 
struction Work in U. S. 





The Bureau of Standards at Washing- 
ton has been making tests on the fire 
resistance of various structures and ma- 
terials and the results obtained are de- 
scribed in a statement which was made 
public last week by the Department of 
Commerce. It is the hope of the Bureau 
of Standards that these and further ex- 
periments will make it possible to pro- 


vide needed protection for new buildings. 
The results of the tests made so far as 
given herewith: 

“The impression created by conflagra- 
tions, hurricanes, tornadoes, floods, and 
similar catastrophes i is one of overwhelm- 
ing and devastating force against which 
human effort is almost powerless. How- 
ever, on closer examination of the ef- 
fects of such catastrophes, the magni- 
tude of the forces involved can be 
gauged to a certain extent, and by ap- 
plying materials, construction and de- 
vices of a known degree of effectiveness, 
structures can be designed to withstand 
them and yield protection to occupants 
or neighboring construction. In the case 
of fires, however, the ruins, while giving 
some information on the temperatures 
obtaining in the fire from fused metals 
and similar fire effects, give little or no 
information on the length of time these 
and other fire temperatures prevailed. 

“The destructiveness of a fire is gen- 
erally more dependent on duration than 
on the temperature. This has been shown 
to be the case in furnace tests in which 
walls, partitions, fire windows and doors, 
columns, insulated safes, etc., are sub- 
jected to a test fire, the intensity of 
which is controlled so that certain defi- 
nite temperatures within the furnace will 
be reached at given times after the start 
of the test. The fire resistance of bear- 
ing walls and floors is gauged by the 
time during which, exposed to the test 
fire on one side, they will support load 
and prevent ignition of combustible ma- 
terial on the unexposed side. In the 
case of columns, their resistance is de- 
termined by the time, when exposed to 
fire on all sides, they support loads com- 
parable with what they would carry in 
a building; and of safes by the time they 
preserve legibility of contents, 


Value of Information Collected 


“A considerable amount of information 
has been developed by means of such 
tests, but it has not been possible to use 
It to the best advantage on account of 
uncertainty as to how the intensity and 
duration of a fire in a proposed build- 
ing (containing given amounts of com- 
bustible contents) will compare with 
those withstood in the furnace tests by 
the materials, constructions, and devices 
with which it is to be built and equipped. 
The | Bureau has conducted some burning 
out tests in fire resistive buildings, in 
which the furniture and contents were 
arraiiged to represent typical office and 
Tecord storage occupancies. 

“By measurement of temperatures 
within the building from the start of the 
fire until the ruins cooled down a meas- 
ure of the severity of the fire in terms 
of 2 given duration of the above de- 
scribed furnace test was obtained. From 
the results of these tests it is possible, 
knowing the general character and 
amoint of combustible materials that 
will be contained within a proposed 
buil: ing, to form an estimate on the 
above basis of the maximum severity of 
the fire that can arise and to choose 
matcrials and construction of the design, 
Size, or thickness to provide the needed 
Protection. 

\ test was likewise conducted to ob- 


tain information on the severity of fires 





























Specialists in the Securities of the 


FIRE INSURANCE COMPANIES 


under the management of 


CORROON & REYNOLDS, INC. 





We recommend for investment and price 
enhancement the stocks of this progressive 
group of companies at present market levels: 


American Equitable Assurance Company 
of NEW YORK 
Capital - $2,000,000 











Brooklyn Fire Insurance Company 
Capital — $1,000,000 





Bronx Fire Insurance Company 
of the CITY OF NEW YORK 
Capital — $1,000,000 


Knickerbocker Insurance Company 
of NEW YORK 
Capital - $1,000,000 





Merchants & Manufacturers Fire Insurance Company 
of NEWARK (1849) 
Capital — $1,000,000 





New York Fire Insurance Company (1832) 
Capital - $1,000,000 





Sylvania Insurance Company, | 
PHILADELPHIA, PA. 
Capital — $1,500,000 





Republic Fire Insurance Company, | 
PITTSBURGH, PA. (1871) 
Capital — $600,000 





BOUGHT—SOLD—QUOTED 


Information and Circulars Upon Request 


AMERICAN INSURANSTOCKS CORPORATION 


W. WALLACE LYON, President 
51 East 42d Street 


New York 




















Boston Library 
Insurance Courses 


SUBJECTS OF FIRE LECTURES 





Classes to Be Resumed November 9 
With Several Leaders in Business 
To Address Students 





The Insurance Library Association of 
Boston will resume its evening classes 
Friday, November 9, with the first of the 
lectures in the course on fire insurance. 
The subjects covered are those of the 
junior or first year of the course rec- 
ommended by the Insurance Institute of 
America, Inc., for the fire branch. 

The subjects and lectures include the 
following: fire insurance contract, Clin- 
ton B. Elwell, general agent, Fireman’s 
Fund, lecturer on fire insurance at Bos- 
ton University; building construction, 
Gorham Dana, manager, the Eastern Un- 
derwriter’s Inspection Bureau; fire pro- 
tection and prevention, A. L. Brown, in- 
spection department, —— Factory 
Mutuals; correspondence, N. Rasely, 
secretary, Burdett sb Sora College ; 
woodworking industries, H. W. Whiting, 
engneer, improved risk department, New 
England Insurance Exchange; common 
fire hazards, Wallace Wales, assistant 
secretary, Boston Board of Fire Under- 
writers; spraying hazards, Alfred N. Mi- 
ner, engineer and manager, Public Safety 
Department, Gilmour, Rothery & Co.; 
principles and history of fire insurance, 
D. N. Handy, librarian, Insurance Li- 
brary Association of Boston. 

The fire courses are under the general 
direction of a committee a of 
William B. Medlicott, chairman; Gorham 
Dana, Harry N. Belt and Robert A. 
Sullivan. 

Added interest in this year’s work is 
derived from the fact that several sub- 
stantial prizes are offered students tak- 
ing the examinations with the highest 
marks. The Insurance Society of Mas- 
sachusetts also offers $100 to be distrib- 
uted at the discretion of the Educational 
Committee to students taking the exam- 
inations in both the casualty and fire 
branches. 





BROOKLYN BROKERS MEET 


Mortimer L. Nathanson was nomi- 
nated for president of the Brooklyn In- 
surance Brokers’ Association at the 
regular monthly meeting of the associa- 
tion held last week at the Brooklyn 
Elks Club. Other officers nominated 
are Charles Reppa, vice-president; Harry 
G. Ellis, Jr., treasurer, and Edward I. 
Ellinson, secretary. For the executive 
committee the ee gre are C. R. Ri- 
kel, chairman; John L. Canning, Victor 
A. Gauthier, William La Liberte and 
George Rilling. It is expected that the 
association will be incorporated after 
next January 1. 





GIRARD RICHMOND AGENT 

Llewellyn K. Harvie, salesman for L. 
E. and J. S. Harvie, realtors, Richmond, 
Va., has been appointed agent in that 
city for the Girard Fire & Marine which 
recently opened a branch office there 
with William Henry as manager. It was 
stated at the bureau of insurance that 
the application came direct from the 
home office of the company. It was 
learned that overtures were made to sev- 
eral members of the Richmond local 
board to take on the representation of 
the company but they were not inter- 
ested. 








in buildings of non-fire resistive interior 
construction that collapsed during the 
progress of the fire. The main consid- 
eration in connection with such fires is 
the exposure to adjacent or neighboring 
constructions to party and fire walls, and 
to record containers such as safes and 
vaults located within the building and 
subjected to impacts when floors and 
walls collapse and to a prolonged heat 
exposure if buried in the hot ruins.” 
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Court Case On Rule X 
Of York-Antwerp Rules 


PROPER EXPENSES DEFINED 
British Court Wisniasi On Questions Of 
General Average; Accidental 
Damage 


The question of what types of expen- 


ses are allowable as general average un- 
der the York-Antwerp Rules of 1924 
came recently before the King’s Bench 


Division in London of the British courts. 


The claimant, E. K. Viassopoulos, of 


Greece, had sued the British & Foreign 
and the case was heard by an arbitrator, 
who held that the expenses in question 
could not be claimed as general average 
under the 1924 Rules. 

Counsel for the shipowner said that a 
policy dated December 27, 1926, was is- 
sued by respondents covering the hull 
“Makis,” 
average was to be 
to the York-Ant- 


and machinery of the steamer 
and thereby general 
interpreted according 
werp Kules of 1924. 

‘The vessel went to Bordeaux to load 
pit-props, and on January 10, 1927, dur- 
ing that proceeding, the foremast broke 
and certain damage was done to the 
thereupon moved to 
within the port of Bor- 
deaux for repairs to be done, and for 
this purpose some of the cargo had to 
be shitted on board and some landed. 
Certain expenses were incurred by the 


vessel She was 
another 


dock 


shipowncrs. ‘The repairs were completed 
m January 22, 1927, loading was com- 
shekel oa the vessel left for Cardiff 
on January 2%, 1927. 
The following day, while at sea, her 


propeller fouled some wreckage, and she 
was rendcred unfit for ordinary perils 
of the sea, and the master put into 
Cherbourg on January 30, and had re- 
pairs effected. This was necessary for 
the common safety of the ship and 
freight, though from the time of fouling 
the wreckage until arrival at Cherbourg, 
and until the nape were completed, 
neither the vessel nor her cargo was in 
any immediate ieee’. 
Points To Be Decided 

The first point to be 
whether the wages and 
the crew of a ship 
repaired in port, or 
the purpose of being repaired, should be 
included as general average. The next 
question was whether the cost of han- 
dling and discharging cargo for the pur- 
pose of such repairs was the subject of 
general average, and there was another 
item for coal consumed in getting in and 
out of port, mooring and unmooring 
charges and port expenses. 

The expenses incurred at Cherbourg 
were similar to those incurred in effect- 
ing the repairs at Bordeaux. The re- 
pairs were completed on February 17, 
1927, and the “Makis” arrived at Cardiff 
on February 24. 

Could the above expenses, other than 
for repairs and surveyor’s fees, for 
which liability was admitted, be claimed 
as general average on a true construc- 
tion of the York-Antwerp Rules and the 
contract between the parties? The ar- 
bitrator had held that they could not. 

Counsel submitted that the York-Ant- 
werp Rules, 1924, did not correspond 
with the law of any country, but that 
the general principles of average were 
stated in the lettercd Rules A to G, and 
particular cases were dealt with in the 
numbered rules which followed. The 
handling and discharging of ‘cargo at 
Bordeaux and Cherbourg respectively, 


decided was 
provisions of 
which was being 
went into port for 


was directly covered by Rule X. (b). 
That rule provided that: 

“The cost of handling on board or dis- 
charging cargo, fuel or stores, whether 
at a port or* place of loading call or 
refuge shall be admitted as general when 
the handling or discharge was necessary 
for the common safety or to enable 
damage to the ship caused by sacrifice 
or accident to be repaired if the repairs 
were necessary for the safe prosecution 
of the voyage.” 

Counsel for the underwriters submit- 
ted that the rules must be construed as 
if they were written in and formed part 
of the contract, and the clauses be taken 
as a whole. Literally, Rule X. was to 
some extent in conflict with Rule A and 
Rule C, and must be limited so as to 
come within the general principles ‘ ‘when 
and only when” in A, and “direct con- 
sequences” in C. The fall of the mast 
at Bordeaux did not put either the ship 
or cargo in peril, and general average 
only arose in a time of danger (Svend- 
sen v. Wallace, 13 Q.B.D., 69, at p. 84). 

Mr. Justice Roche, after stating the 
facts, said that Cherbourg, in the case 
before the Court, was a port of refuge, 
and the repairs in each case were recov- 
erable as particular average. Whether 
the other items were recoverable as par- 
ticular average he was not concerned, 
but had only to say whether the arbi- 
trator was right in holding that none of 
them were general average items. 

The Rules of 1924 began with certain 
general principles under letter and were 
followed by numbered Rules, The un- 
derwriters contended that, with regard 
to Cherbourg, the circumstances did not 
come within the principles in Rules A 
and C. The true construction of the 
contract, according to his (his lordship’s) 
view, was that the parties intended the 
Rules to bind them as to their rights 
and obligations, and the common law 
of England or any other country was 
outside the scope of consideration, and 
Rules X. and XI. must be read with A 
and C. The intention of the Rules was 
to state the general principles and then 
to deal with specific items, not merely 
as illustr ations, but to say “and in par- 
ticular” as provided in the numbered 
Rules. 

He held that the expenses at Cher- 
bourg fell within either Rule X. (a), 
Rule X. (b), or Rule XI., and were also 
within A and C. The fact that the 
“Makis” was not in “immediate” danger 


at Cherbourg did not affect the position, . 


for the arbitrator had found she was not 
fit to encounter the perils of the sea. 
With regard to Bordeaux, none of the 
disputed items were within Rules X., XL, 
or XX. The claimant relied on the sec- 
ond part of Rule X. (b), as dealing with 
damage “by accident,” but the accident 


Heavy Trucks As 
Insurance Risks 


EXPERIENCE IS NOT SO GOOD 





Fireman’s Fund General Agent Tells 
Agents Which Risks Are Prefer- 
able in Bus Business 





One of the difficult lines of automo- 
bile coverage, from the point of view of 
getting a profit, is the insurance of heavy 
trucks, according to General Agent At- 
wood of the Eastern department at Bos- 
ton of the Fireman’s Fund. Writing in 
the company’s publication, the ‘“Rec- 
ord,” he says that last year there were 
less than 8,000 trucks of five ton ca- 
pacity and over built in this country and 
that 91% of all trucks are of 1% ton 
capacity and less. It seems, he writes, 
that the value received per dollar of 
cost in the smaller trucks is much great- 
er than in the heavier ones. 

Other factors operating to the detri- 


-ment of the heavy truck are high taxes 


and registration fees, due to the fact 
that they are destructive to the high- 
ways, and also to the fact that the large 
truck manufacturer cannot maintain 
service stations in small towns. Due to 
the higher speed of the light weight 
truck, it is actually possible to do nearly 
as much work with it—particularly in 
heavy traffic—as with the heavy truck. 
Approximately one thousand dollars will 
purchase a dependable ton-truck which 
can be overloaded to at elast 114-ton ca- 
pacity, while a 214-3-ton truck costs ap- 
proximately twenty-five hundred dol- 
lars. ere 

“The question naturally arises as to 
how this situation affects automobile in- 
surance,” Mr. Atwood states. “It is dis- 
closing no state secret to say quite 
frankly that most companies are expe- 
riencing a heavy loss on commercial ve- 
hicles. The worst offender seems to be 
the several-year-old heavy duty truck. 
It is difficult to determine a fair value 
on this. type of vehicle as the condition 
of the truck at the time of the loss very 
largely governs its value and it often 
happens that a truck which looks perfect 
on casual inspection may be in serious 
need of repairs, the cost of which would 
greatly exceed the value of the vehicle. 
In other words, such a truck is literally 
a white elephant, and even the smallest 
recovery on an insurance loss is like 
finding money for the owner. 

“We are glad to write the newer heavy 
duty trucks of good ownership, and I 
do not wish to convey the impression 
that the class is one which we particu- 








must, he thought, be one which put eith- 
er the ship or the adventure in danger. 
To bring in accidental damage where 
there was no danger in operation would 
be contrary to the spirit of the Rules. 
Such expenses were not within Rule A or 
Rule X. (b). 

The award therefore was varied ac- 
cordingly. 











APPLETON & COX, Inc. 


1 South William Street, New York 








AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admited Assets, $6,034,982.98 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $9,771,118.88 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,363,929.39 
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larly frown upon. As stated, the prin. 
cipal offender is the old heavy duty \e- 
hicle. 

“A somewhat similar situation ex sts 
as to large buses, where again unu ual 
depreciation is caused by the recent in- 
troduction of the gas-electric bus, wh ch 
is rapidly replacing the old type of ve- 
hicle. Here again the high cost of *e- 
pairs on old buses enters the picture 
and the experience of insurance com- 
panies on this class is causing consid- 
erable worry to underwriters. If vou 
will visualize the type of customer who 
is in the market for either a secoid- 
hand heavy truck or a second-hand jus, 
I think you will agree that he is usually 
of an undesirable type from an insur- 
ance point of view. 

“To summarize our companies’ vicw- 
point: we consider as very desirable 
either the well-financed fleet of trucks 
kept in good repair or the well-organ- 
ized, well-financed bus line which oper- 
ates on regular routes under a franchise. 
We particularly like buses owned by 
street or steam railway companies or 
other well-stabilized concerns operated 
without serious competition under a city 
charter. We do not like so well the in- 
dividual, under-financed, old, heavy truck 
purchased at second-hand, and we view 
with particular apprehension the under- 
capitalized, fly-by-night bus lines which 
operate old buses on uncertain schedules, 
Such bus lines frequently charge inade- 
quate rates for transportation in order 
to compete with better established lines, 
with the result that, when faced with 
the unexpected but inevitable major re- 
pair bill, they are not in financial con- 
dition to meet it, and—sad as it may 
seem—it often develops that an insur- 


ance company soon buys a second-hand 
bus.” 





HOOVER FUND 





E. C. Jameson, Chairman of Insurance 
Committee, Out To Raise Quota 
$50,000 
Republican committee members of the 
insurance division of the trade group 
now working in co-operation with Ma- 
jor General James G. Harbord, metro- 
politan chairman of the Finance Com- 
mittee of the State of New York, are 
entering the final week of the political 
campaign to reach the $50,000 quota they 
voluntarily set for themselves. With an 
active committee headed by E. C. Jame- 
son, the insurance division is not only 
endeavoring to solicit every firm in its 
division for substantial subscriptions in 
support of the Hoover-Curtis ticket, but 
is also asking employes for gifts of one 

dollar or more. 

The personnel of the insurance divi- 
sion is as follows: E. L. Jameson, chair- 
man; J. Lester Parsons, Floyd R. Du 
Bois, Hendon Chubb, Ernest Sturm, F. 
W. Lafrentz, Julian S. Myrick, John S. 
Turn, Edward L. Ballard and Clarence 
H. Kelsey. 


LONDON & SCOTTISH OUT 

The marine department of the London 
& Scottish Assurance is withdrawing 
amicably from its American managers, 
Appleton & Cox., Inc., at the end of 
the current year. This well-known :na- 
rine office has represented the Lon:lon 
& Scottish since 1920 but since conirol 
of the company passed to the Northern 
Assurance a few years ago the policy 
has been to reduce participation in ‘he 
marine insurance field. Appleton & (ox 
represent a large number of companies 
for marine lines and this withdrawal will 
not seriously affect their large facili ics. 








FELIX LEVY TALKS 

Felix Levy, N. Y. C., addressed ‘he 
regular monthly meeting of the Credit 
Association of the Building Trades of 
New York at the Hotel McAlpin, ast 
Tuesday noon. Mr. Levy, who wa; 4 
special assistant to the Attorney Gen ral 
of the United States under President 
Roosevelt from 1905 to 1907, han ied 
for his subject, “Profitless Prospei ity 


and the Price Cutting Evil.” 
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CASUALTY And SURETY NEWS 








‘Travelers Leaves Bureau; 
Bureau Members Worried 





Meeting of Executive Committee Called To Consider 
Critical Situation; Desire To Write Auto Pre- 
miums On Installment Plan One Reason 
For Resignation 


fhe Travelers and Travelers Indem- 
niiv caused plenty of excitement in cas- 
ualty circles by their action on October 
2) in resigning from all parts of the Na- 
tional Bureau of Casualty & Surety Un- 
derwriters. That a crisis is facing the 
business is the opinion of many casualty 
executives. The fact that Albert W. 
Whitney, acting manager of the Bureau, 
has cut short his vacation is regarded as 
significant. A meeting of the executive 
committee has been called to consider 
the situation. 

In resigning the Travelers made public 
a statement telling why. Foremost 
among the reasons prompting it to leave 
the bureau was lack of support it has 
had in its advocacy of instalment pay- 
ments on automobile premiums. For the 
past five years the company has taken 
the initiative for this step, believing that 
it is in the interest of purchasers as well 
as producers and that it will increase the 
beneficial effects of stock casualty insur- 
ance. Now, after exhausting all co-op- 
erative means, the Travelers says it has 
been forced to take the step which will 
make its plan of instalment payment 
available and it will proceed as soon as 
possible to promulgate a plan for appli- 
cation to its territories. 


Merit Rating Looms Up 


But instalment payments of automobile 
premiums is not the only cause for the 
resignation. The company points out 
that in due course it will consider and 
inaugurate other changes in practice 
which are calculated to increase the 
beneficial effects of stock casualty insur- 
ance, implying that such other changes 
have also been given a cold shoulder by 
National Bureau companies. 

Chief among these might be listed the 
individual merit rating of automobile 
risks which the Travelers has advocated 
persistently for the past five years. This 
plan goes on the theory that a motorist 
shall receive a discount from his pre- 
mium if, at the end of his first year as 
a policyholder, he has had no accidents. 
It is predicted that the company will 
announce it shortly after its automobile 
instalment payments goes into operation. 

Up to the present time there have been 
only two casualty companies that have 
used the individual merit rating system, 
being the Reliance Casualty of New Jer- 
sey “and the Merchants Indemnity of 
New York which uses it in conjunction 
with the policies of the Merchants Fire. 
: vei! her are Bureau members. The idea 


Is known to have met with some favor 
on the part of bureau companies but 
since the Bureau as a body has disap- 
Proved of it, no action has been possible. 


longer a member of the Bureau the 


revelers will be free to use the idea and 


it is felt by company executives that 
more trouble may be expected from the 
spread of individual merit rating than 
from automobile instalment payments. In 
fact, one executive anticipates that an 
automobile rate war may develop because 
the Travelers will hold forth a reduced 
rate for all those not having accidents. 
At the same time it will jack up the rate 
of those having accidents so it will not 
be the loser either way. 

“The field for prospects will be almost 
unlimited inasmuch as it has been fig- 
ured that only 5% of the country’s mo- 
torists are in the accident class while 
the other 95% are those who rarely if 
ever have automobile mishaps,” he said. 
“Agents of the Travelers can go to the 
95% and point out the advantages of 
their plan over and above that of other 
companies, competition will grow in- 
creasingly more intense, with cutting of 
rates on the part of other carriers as the 
inevitable conclusion.” 

Many Critics of Instalment Payments 

Although the Travelers has _ boosted 
instalment payments of automobile pre- 
miums for the past five years, it has 
not had much support. It is understood 
that most other Bureau companies look 
with disfavor on the plan on _ two 
grounds: (1) the question of expense, 
such as increased bookkeeping details, 
etc.; (2) agents and brokers object say- 
ing it will mean four times as much so- 
licitation for them. One critic is under 
the impression that an annual policy 
cannot be written on a quarterly basis 
without getting into serious trouble on 
reserves. He thinks that the only way 
the business can be written is on a short 
term policy with renewals coming up 
every three months. 

It may also be expected that the Na- 
tional Association of Insurance Agents 
will oppose the plan although its secre- 
tary, Walter H. Bennett, was out of town 
this week and his opinion could not be 
obtained. 

As far as individual merit rating is 
concerned, another critic of the Travel- 
ers’ viewpoint points out that it has been 
in vogue in Great Britain for some years 
and practically all officials of British 
companies wish that it had never been 
put into effect. 

Will Not Cut Rates 

Whatever new developments the Trav- 
elers expects to inaugurate, it has made 
it plain to its producers as well as its 
salaried representatives that it will con- 
tinue to observe National Bureau rates, 
rules and regulations for all lines with- 
in Bureau jurisdiction. It makes clear 
that its resignation was not predicated 
upon a desire or expectation to cut loose 
from the established order. Neither is 
the action designed to give the company 
competitive advantage. 

Its announcement says further: 

(Continued on Page 3%) 
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Only One Change In 
N. Y. City Agent List 


M. F. McDONALD, INC., DROPPED 





Col. Stoddard’s Semi-Annual Report Re- 
views in Retrospect Progress Since 
Rules Became Effective 





Col. Francis R. Stoddard, as surety ar- 
bitrator for New York City, presented his 
semi-annual report to the New York 
Agency Committee on Tuesday, review- 
ing in retrospect what hi ad been accom- 
plished since the first list of city agents 
was recommended by him. The only 
change in this list was the dropping of 
M. F. McDonald, Inc., of Brooklyn; oth- 
erwise it remains the same as before. 

At the outset of his report he empha- 
sized that contrary to the general opin- 
ion it was not his duty as arbitrator to 
designate all city agents. He said: “It 
is my duty to recommend to the com- 
mittee what designation shall be made 
and the companies then make the desig- 
nations. The companies have justly re- 
served to themselves the right to appoint 
their own agents and I should be opposed 
to any other system.” 

Col. Stoddard then launched 
resume of the progress made since he 
was appointed. He said that previous to 
the adoption of the present New York 
City rules the local situation had been 
termed by many as the worst in the 
United States. Nearly all brokers were 
getting excess commissions and the situ- 
ation had drawn severe condemnation 
from the insurance department. 


More Confidence Needed 


When he became arbitrator he started 
an investigation into the situation, being 
impressed with the fact that the fidelity 
and surety business was in an inherent- 
ly sound condition. But the rules were 
violated mainly because the companies 
distrusted each other. He found that lo- 
cal company managers really wished to 
improve conditions and yet many of them 
hesitated to believe that sufficient con- 
fidence could be installed in the compa- 
nies so that a complete compliance with 
the rules might be attained. 

Since he believed that the maintenance 
of confidence was his main work, he be- 
gan by interviewing every broker who 
wished to be appointed a city agent. As 
a result he found some lack of confidence 
between certain of the company repre- 
sentatives. They really liked and re- 


(Continued on Page %) 


into a 


BROKER DISAPPOINTED 
Edwin Stewart of H. W. Schaefer Co., 
New York, Was to Have Taken Trip 
on “Graf Zeppelin” 

Elaborate insurance preparations were 
made last week for the tour of the coun- 
try by the which was 
Bar- 
bar & Baldwin, who wrote personal ac- 
cident policies on several of the pas- 
sengers, had made arrangements so that 
the radio could be used to complete ap- 
plications for this insurance while the 
insureds were in the air. The policies 
were to be in the Independence Indem- 
nity, secured upon application by binders. 
Edwin Stewart, vice- — nt of H. 
W. Schaefer Co., New York insurance 
brokers, was to have been a passenger 
as a guest of the Zeppelin-Maybach Co., 
owners of the dirigible. He specializes 
in aircraft insurance, and hoped while on 
the trip te gather useful knowledge of 
lighter-than-air craft from the insurance 

angle. 

The recently 
& Advisory 


Graf Zeppelin,” 
abandoned because of bad weather. 


formed Aero Engineering 
Service, Inc., of which Ho- 
ratio Barber is president, was retained 
by the companies which reinsured the 
balloon as aeronautical surveyors and 
appraisers in case the ship suffered any 
damage 


CAR OWNERS’ GIVEN TO NOV. §$ 
Enjoinment Precedings in Court Post- 
poned to that Date Provided Com- 

pany Pays Out No Money 
The enjoinment petition against the 
Car Mutual of Boston, which 
was scheduled for review by the Supreme 
Court last has been postponed 
to Friday morning, November 9, with 
the understanding that the company does 
not pay out any money in the meantime. 
The company was anxious to avoid 
the odium which would follow the issu- 
ance of permanent injunction by the 
courts and it was thought in Boston in- 
surance circles that some steps might be 
taken to complete reinsurance by No- 
vember 9. 


Owners’ 


Friday, 


DECLARE 5% DIVIDEND 
Directors of the London & Lancashire 
Indemnity have declared a 5% dividend 
on the capital stock of the company, 
payable to stockholders of record as of 
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Diemand Gets High 
Southern Surety Post 


TO HANDLE EASTERN AFFAIRS 
Leaves Zurich Desunher 1 To Be Ex- 
ecutive and Director of Caldwell 
Company 
John A. Diemand’s resignation this 
week as assistant United States manager 
of the Zurich to join the Southern Surety 
as executive vice-president and a direc- 
coming as it did 
shortly after Mr. Diemand had_ been 
shifted to the head office of the Zurich 
in Chicago to assist in the general un- 
derwriting management of the company. 
At the same time the general opinion 
of the move was that Norman R. Moray, 
president of the Southern Surety, had 
picked an excellent man to take charge 
of the Eastern affairs of the company, 
which territory had not been as exten- 

sively cultivated as the Mid-West. 

Mr. Diemand will leave the Zurich on 
December 1 and will establish at once 
the Southern Surety’s Eastern depart- 
ment in New York City. His first step 
will be to build up an underwriting staff 
to handle all casualty and surety lines; 
then he will turn his attention to the 
development of agency man power in 
the New England states, the middle At- 
lantic states, and adjoining territory. 
That he will have little difficulty in gath- 
ering together a strong organization in 
a short time is indicated by his past 
performances in developing the Zurich’s 
Eastern department into a _ powerful 
working unit. 


Made Rapid Strides With Zurich 


Mr. Diemand started in the insurance 
business twenty-five years ago under Dr. 
Rk. S. Keelor, who was then with the 
old Philadelphia Casualty. His first po- 
sition was as a’stenographer. In 1910 
he was made manager of the claim de- 
partment and in December of that year 
when the Philadelphia Casualty was sold 
to the Fidelity & Deposit, he went along 
in the same capacity. 

In August, 1913, Mr. Diemand joined 
the Zurich in charge of its claim de- 
partment in Chicago. This was shortly 
after the company had commenced its 
operations in this country. After hold- 
ing this post for six months and demon- 
strating his ability to assume greater re- 
sponsibility, he was put in charge of un- 
derwriting for the entire country with 
the title of superintendent of agencies. 

Due to the large volume of business 
written in the Eastern states, particular- 
ly in New York City, and the necessity 
of having an executive here to represent 
the company at meetings of the National 
Bureau of Casualty & Surety Underwrit- 
ers, Mr. Diemand was transferred to 
New York in January, 1916, with the 
title of general superintendent. Five 
years later when A. W. Collins succeed- 
ed H. W. Letton as U. S. manager, Mr. 


tor was a_ surprise, 


Diemand was elected assistant U. S. 
manager, maintaining, however, head- 
quarters in New York City where the 


interests of the company 
residence of an executive. 
apnointment was to the Chicago head 
office of the company, being given in- 
creased responsibility and more territory. 


justified the 
His latest 





CHANGE FOR J. D. PHARAOH 

John TD. Pharaoh, 2nd, who has been 
connected with the Philadelphia branch 
office of the New Amsterdam Casualty 
for the past nine years as manager, 
joined the Commonwealth Casualty of 
Philadelphia on November 1 as its citv 
secretary. Mr. Pharaoh will have di- 
rect supervision of all city business. 

Mr. Pharaoh has been in the business 
for the past twenty-one years and is a 
former president of the Philadelphia 
Casualty Underwriters Association and 
now a member of its executive board. 
He is also treasurer of the’ Insurance 
Federation of Pennsylvania. 


May Be Ad Conferences 
In Foreign Countries 


A SUGGESTION FROM THE U.S.A. 
C. E. Freeman of America Fore to Be 
Secretary of Ins. Adv. Conference, 
Succeeding G. E. Crosby 





President Rickerd of the Insurance 
Conference was in New 


York last week and presided at a con- 


Advertising 


ference here of association committee- 
men where it was announced that 


Charles E. Freeman, advertising man- 
ager of the America Fore group and one 
of the cleverest of publicity men, will 
succeed the late George E. Crosby as 
secretary of the Conference. 

It was also announced that the next 
annual convention will be held in Cleve- 
land, O., within a few days of the Direct 
Mail Advertising Association so that 
those who desire to attend both conven- 
tions can do so without inconvenience. 

During the administration President 
Rickerd will attempt to create sentiment 
in foreign countries for the formation 
of insurance advertising conferences or 
conference groups. If this is done rep- 
resentatives will be invited to attend 
American conferences and also to send 
here exhibits of insurance advertising at 
the time of the I. A. C. Convention. 

At the meetings last week which were 

held in the offices of the Home Insur- 
ance Co., suvgestions for making the 
next conference of broad general inter- 
est to all advertising men were discussed. 
One suggestion made was that the fire 
and casualty publication men get in one 
group meeting instead of two, the state- 
ment being made that the selling prob- 
lems were practically identical. 





CLAIM ADJUSTERS’ CLUB 





Organized in Washington, D. C.; W. L. 
Vermillion President; Vernon A. 


Nichols Vice-President 


The Claim Adjusters’ Club of Wash- 
ington, 1); C.pswas organized at a meet- 
ing of Washington insurance adjusters 
held at the Hamilton Hotel there Oc- 
tober 16. By-laws were adopted and the 
following officers elected for the ensu- 
ing year: President, W. L. Vermillion, 
of the Aetna Insurance Co.; vice-presi- 
dent, Vernon A. Nichols, an independent 
adjuster representing about fifty compa- 
nies; secretary, Charles E. Pledger, Jr., 
of the Mutual Insurance Agency; and 
treasurer, David H. King, of the In- 
demnity Company of North America. 

The purposes of the club are to foster 
a better feeling among the various in- 
surance claims adjusters of Washington, 
who of necessity must at times appear 
on opposite sides of disputed cases; -to 
co-operate in the handling of claims; and 
for the interchange of experiences and 
information tending to produce better 
results and a larger satisfaction general- 
ly in the settlement of all classes of in- 
surance claims. 

The members have been meeting twice 
each months for luncheon. The club 
numbers twenty at the present time. 





NEW BROKERS IN N. Y. 


New brokerage licenses issued in New 
York State follows: 

Nelson Baker, Inc., Newark, N. 
O. Nelson, secretary and treasurer. 

Herbert R. Lane, 40 Broad street, 

Arthur J. Pierce, 400 Broadway, 
Springs. 

Northern Security Corportion, Glens Falls. 

Edward W. Sheehan, 90 State street, Albany. 


J.; Walter 


Boston. 
Saratoga 





REVOKE THREE LICENSES 


The New York Insurance Department 
last week revoked the licenses of three 
agents and brokers. Those who lost their 
licenses were Maximilian Bloom, 1440 
Broadway; Abraham Preiss, 498 East 
174th street, New York City; Charles H. 
McGee, 165 Joralemon street, Brooklyn. 


One-Line Agent Fast 
Dropping Out Of Step 


MULTIPLE COVER NOW FEATURE 





Many New Classes Puts Agent in Posi- 
tion of Counselor to Clients, 
Says John H. Eglof 

The variety and multiplicity of lines of 
insurance available these days for the 
insurance agent requires that he shall 
have the knowledge to act as advisor 
to his clients on all their technical an- 
gles and this in turn requires that the 
agent equip himself with this knowl- 
edge, said John H. Eglof, supervisor of 
agency field service in casualty lines for 
the Travelers, speaking before the Wis- 
consin Insurance Day meeting at Mil- 
waukee last week. 

In Mr. Eglof’s opinion the day of the 
one-line insurance producer is rapidly 
disappearing. “We are living in what 
might be termed a multiple-line atmos- 
phere,” he declared. “The reason for 
this is obvious. The public cannot be 
expected to keep informed on the many 
ramifications of our business. They look 
to their insurance agent or broker to 
see to it that they have proper protec- 
tion, both as to kind and amount. The 
public demands that we know our busi- 
ness.” 

The successful producer knows his con- 
tracts and is able to explain them to 
prospects, it was pointed out. When 
such information is supplemented by 
facts relative to the security and serv- 
ices of the company, together with local 
data showing the need for the protec- 
tion which is being offered, clients will 
have a clear picture of what they are 
buying. 

Any producer who knows his company 
and its product has little to fear from 
competition, as the successful insurance 
salesman creates business, according to 
Mr. Eglof. The successful agent stresses 
the gains and benefits under his contract 
and proves that the quality points of his 
contract—abundant security, efficient and 
intelligent service—are more important 
than any consideration of price. 





BEHA FIXES TAXI QUOTAS 





Advises 10 N. Y. Companies in this Field 
That There Will Be No Change 
In Allotments 


Superintendent of Insurance Beha 
this week fixed the quotas of the com- 
panies writing taxi-cab insurance so as to 
reduce competition and to insure the 
proper handling of this type of business 
in New York City. The superintendent 
sent out the following letter to the ten 
companies that are engaged in this busi- 
ness, there being eight mutuals and two 
stock companies: “Please be advised that 
in the interest of the general welfare 
of the companies writing statutory cov- 
erage on public motor vehicles required 
to be insured by Section 282-b of the 
highway law, I have decided to make no 
change in the allotments with reference 
to taxicabs operating in Greater New 
York. Until further notice, you are di- 
rected not to insure at any time in ex- 
cess of your quota. 

“Tt is further ordered that the exist- 
ing approved rates and rules applicable 
to coverage required by the highway law 
shall continue in full force and effect. 
Attention is called to the fact that no 
such coverage may be issued until the 
rates and underwriting rules governing 
the same have been filed by the com- 
pany and approved by me.” 





ADMITTED TO MASSACHUSETTS 

The Citizens Casualty, new Utica com- 
panv, was licensed in Massachusetts last 
week and has appointed Smart & Flagg 
of Andover as its agents. This com- 
pany has admitted assets of $620,000, 
capital of $400,000, surplus of $220,000 
and no liabilities. 








LEGAL NOTICE | 














LEGAL NOTICE 
STATE OF NEW YORK 
INSURANCE DEPARTMENT 
ALBANY 
I, James A. Beha, Superintendent of Incun 
ance of the State of New York, hereby certify 
pursuant to law that the PACIFIC MUTUAL 
LIFE INSURANCE COMPANY of California, 
Los Angeles, California, is duly licensed to 
transact business in this state and in its state 
ment filed for the year ended December 31, 1927, 
shows the following condition: 
Aggregate amount of admitted 
BHNUE: oo ign saennicor ease $133,226,325.81 
Aggregate amount of liabilities 
(except capital and surplus) in- 


cluding reinsurance ........... 123,048,415.70 
Amount of actual paid-up capital. 4,000,000.00 
Surplus over all liabilities....... 6,177,910.11 
Amount of Income for the year... 6,871,468.01 
Amount of disbursements for the 

WME Scie sa case a au Cee Caer ate 5,284,964.89 








J. F. HORTON HONORED 





Grand Rapids Aetna-izers Present Him 
With $20,000 New Business at 25th 
Anniversary Dinner 


Commemorating his twenty-fifth anni- 
versary as an Aetna-izer, John F. Hor- 
ton, manager of the Grand Rapids 
branch of the Aetna Affiliated Compa- 
nies, was the guest -of honor recently at 
a banquet at the Peninsular ‘Club given 
by some sixty employes and agents of 
the branch. 

Mr. Horton entered the employ of the 
Aetna Life & Affiliated Companies at 
the hoine office in 1903. After serving in 
various departments for nearly eight 
years, he was transferred to the Phila- 
delphia branch office as cashier and 
later was made assistant manager at that 
office. In 1918 he was appointed man- 
ager of the Lansing branch office, and 
when the business of that office. was 
transferred to Grand Rapids in 1913, he 
became manager of the enlarged depart- 
ment, with supervision for casualty and 
surety lines over all lower Michigan with 
the exception of Detroit and the terri- 
tory adjacent to that city. 

Unknown to Mr. Horton, the agents 
of the Grand Rapids branch had for two 
weeks preceding the banquet been con- 
ducting an intensive campaign for new 
business in honor of his anniversary. 
The fruits of this campaign, in the form 
of some $20,000 in new business, were 
presented to Mr. Horton during the din- 
ner, 

The toastmaster of the evening was 
Frank M. Lievense of Holland, Michi- 
gan. Among the speakers was Secre- 
tary C. G. Hollowell, who journeyed to 
Grand Rapids from ‘Hartford especially 
for the anniversary celebration. 





CAR LICENSE REVOCATIONS 
More than 70% of the revocations of 
license to operate an automobile in New 
York state during the two weeks ended 
October 17, or 139 out of 197, according 
to figures made public last. week by 
Charles A. Harnett, commissioner of 
motor vehicles, were for driving a car 
while intoxicated. It is noticeable that 
in the supposedly up-state “dry” area 
of the state, the percentage of revoca- 
tions for this cause is particularly hic sh, 
in the Albany district running 75°; 
Utica, 889%, and Syracuse 83 1-3%. Dur- 
ing the same period of time there were 
133 suspensions pending further investi- 
gation. 
ANOTHER ‘CONFERENCE CALLED 
Another meeting of the Conference © 
Acquisition and Field Supervision (st 
for Casualty and Surety will take plece 
today at the offices of the New Y 
Insurance Department. ; 
At the meeting last Friday two sv)- 
committees were appointed from !'¢ 


~ 


nine companies represented in the c 
ference to handle different phases of ‘1° 
problem of formulating rules for the 
location. of expenses. 
secretary of the Conference, 
his efforts to this work. 
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Getting Stung On 
Building Contracts 


CORPORATE IRRESPONSIBILITY 





Contractors Warned by Building Trades’ 
Credit Association of Growing In- 
ability to Meet Payments 





Bonding and surety men will be inter- 
ested in a statement sent out recently 
by Edward D. Stout, general manager 
of the Credit Association of the Building 
Trades of New York, calling attention 
to the spread of corporate irresponsibil- 
ity in the building construction industry. 
The statement in full follows: 

“Practically every building operation in 
New York is now being erected by a 
corporation formed for that purpose,” 
said Mr. Stout at his office, 369 Lexing- 
ton Avenue. “Almost every speculative 
project is being put up by this means, 
which, when trouble ensues, places little 
if any financial responsibility upon the 
promoters interested in its development. 

Where Most Losses Have Occurred 

“Most of the losses of our members 
have been through this ‘corporate irre- 
sponsibility’ and the time has come when 
a warning should be sounded to every 
general or sub-contractor, manufacturer 
and material man not to enter into any 
contract with any new corporation where 
there is a doubt as to the integrity of its 
officers to pay its bills when due; where 
the corporation refuses to make a fin~ 
cial statement as to its ability to meet 
payments; or where the individuals he- 
hind the corporation refuse to guarantee 
personally that the sub-contractor or 
dealer will receive the amount of his con- 
tract in full when he has completed it. 

“Some of our members have agreed 
to perform certain work on a building 
because they knew one or more of the 
owners had a reputation for fair dealine 
But it has happened that in several in- 
stances the job has gotten into financial 
difficulties and the corporation is totally 
without funds. An appeal to the indi- 
vidual or individuals reveals that he or 
they have little monetary interest in the 
transaction and cannot be held person- 
ally liable for the payments due. This 
condition is fast becoming an evil in 
the industry among unscrupulous specu- 
lators, who hide behind a new name each 
time they put up a new structure. Tt ‘< 
almost impossible to keep track of the 
individual undesirables in the building 
business today because of this shiel* 
Not only do contractors and others in 
the industry have the problem now of 
one corporation to deal with, but there 
may be three on one operation. The 
title to the property may be in the name 
of one corporation, the holding corpora- 
tion may have the assets of the owning 
corporation in its hands, and a third cor- 
poration may be making the contracts; 
and the same individual promoters mav 
be financially interested in all three of 
these companies. 

True Financial Picture Wanted 


“Whenever a new project is announced 
and our members are requested to sub- 
mit bids for their part of the work we 
at once ask the owners or owning cor- 
poration for a financial picture, in which 
We insist upon the names of the indi- 
vidual officers, and evidence that the op- 
fration 1s one hundred per cent. financed. 
Where these statements are not forth- 
coming we notify our members and it is 
up tv them to use their judgment wheth- 
er they will extend credit in the ab- 
sence of any definite information as to 
an a:surance that their payments will be 


met oromptly when due. 

‘he safest method is a personal guar- 
ante in addition to the signed agree- 
ment with the corporation. In this way 
We hope to establish a healthier situa- 
tion ‘n the construction industry and thus 
Prot *t the contractor or material men, 
an’ at the same time recompense the 
oo. t by the high class character of the 


‘ performed by those connected with 
our association.” 


The Three “C’s” In 
Fidelity Underwriting 


FEATURED BY M. A. WALSH 





F. & D. Man Tells Surety Students to 
Examine Closely Applicants’ Char- 
acter, Capacity and Capital 





M. A. Walsh, fidelity superintendent 
at the New York office of the Fidelity 
& Deposit, brought out recently in his 
lecture before the opening class of sure- 
ty students enrolled in the 1928 inter- 
mediate course of the Insurance Society, 
the necessity for a close examination of 
the character, capacity and capital of a 
man applying for a fidelity bond. Mr. 
Walsh called these qualities the three 
“C’s” of fidelity underwriting and said 
that they are of paramount importance 
in obtaining a mental picture of the ap- 
plicant. 

“The most important of the three is 
Character,” he declared, “and it is de- 
fined to be the assemblage of qualities 
which distinguish one person from an- 
other. Reputation of an individual is 
the opinion of character generally enter- 
tained by others. The underwriter there- 
fore ascertains the character of an ap- 
plicant by investgating his past record. 

Ascertaining a Man’s Character 

“Fidelity underwriting in this respect 
follows closely the procedure of the 
courts in the trial of an individual ac- 
cused of committing a crime. When the 
cuilt of an accused party is doubtful and 
the character of the individual is in- 
volved, a presumption of innocence 
arises from his former conduct in so- 
ciety, 2s evidenced by his general char- 
acter, since it is not probable that a per- 
son of known probity and humanity 
would commit a dishonest act. If it is 
learned that the applicant has been dis- 
honest, is an habitual and excessive 
drinker, associates with questionable 
characters, gambles, speculates when he 
can't afford to or leads the merry life of 
‘Wine, women and song,’ he is not a 
good character and therefore an undesir- 
able from the surety company stand- 
pont. 

“Next in importance of the three ‘C’s’ 
is Capacity and it is the ability, power, 
qualification or competency of a person 
for the performance of acts or duties. 
Some consideration must be given by the 
underwriter, of the applicant’s ability to 
perform the duties of his position. If he 
is not qualified for the job he may, 
through ignorance, cause a loss to his 
employer. The accounts may be in such 





bad condition as to cause the employer 
to suspect dishonesty and file claim 
under the bond. Although ordinarily the 
surety is not liable in cases of this kind, 
they cause many unpleasant controver- 
sies and considerable expense to the 
Surety. Some special forms of bonds 
cover culpable negligence of employes, 
or a state law may provide that the 
Surety under a fidelity bond may guar- 
antee the faithful performance of the 
duties of employes. In such cases the 
surety pays losses due to carelessness, 
negligence or acts of commission or 
omission of employes. This is true of 
Public and Federal Official bonds. 

“Next we have Capital which means, 
in fidelity bond underwriting ‘Money’ or 
‘Wealth.’ While this is not a very im- 
portant factor it signifies to a certain 
degree, stability and thrift. The cause 
of many losses under fidelity bonds has 
been traced to the principal’s inability 
to pay debts contracted through illness 
of himself or family, or to support de- 
pendents, through lack of funds. An em- 
ploye with financial worries is very often 
a victim of temptation. On the other 
hand if an employe owns real and per- 
sonal property and is in comfortable cir- 
cumstances, he is not apt to steal his 
employer’s money and is_ therefore 
looked upon as a more desirable fidelity 
risk.” 

Mr. Walsh described the fidelty bond 
business as one of the most rapidly 
growing forms of insurance, having un- 
limited opportunities for development. 
He quoted statistics, however, to show 
that for the year 1927 the volume in 
this class produced by American compa- 
nies amounted to $37,000,000 which, in 
his opinion, represented only 25% of the 
insurable business. 


DOUBLES ITS CAPITAL 


Stockholders of the Northeastern 
Surety have approved the plan for re- 
duction of the par value of the com- 
pany’s stock from $100 to $10 and, fol- 
lowing this step. the doubling of the 
company’s capitalization. As a result of 
the change in par value, 55,000 shares 
of $10 par value will be substituted for 
the present outstanding 5.500 shares of 
$100 par value, and this will be increased 
by the action taken in respect to capi- 
talization. to 110,000 shares of $10 par 
value. Stockholders of the company 
will have the right to subscribe to the 
new stock in the ratio of one share of 
new stock for each share now held at 
$13.50 per share. Rights must be exer- 
cised by November 1 and payment made 
by November 10, 1928. 











C. A. Craig, President 


W. R. Wills, Vice-Pres. 
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COMPENSATION PROBE DEC. 5 

All rules, classifications and rates filed 
on October 2 last by the forty-seven 
companies writing workmen’s insurance 
in Virginia with the approval of the 
state corporation commission have been 
suspended by this body pending an in- 
vestigation “into all matters pertinent 
to what are fair, adequate, reasonable 
and non-discriminatory rates and pre- 
mium charges, classifications, rating 
plans, rating methods and rate schedule.” 
December 5 at 10 a. m. is the date fixed 
for the opening of the inquiry. 

The companies are given until Novem- 
ber 16 to file with the commission a 
statement setting forth specifically each 
rate, charge rule or regulation contained 
in the schedules, manuals and other pa- 
pers filed on October 2 which differ from 
those now in effect and which were ap- 
plied June 16, when all insurance affairs 
in the state were placed under control 
of the commission. 





CANADIAN COMPANIES TO MERGE 


Arrangements are being consummated 
by the Toronto Casualty, Fire & Marine 
and the Atlantic Insurance Co., for a 
merger of the two companies, subject 
to the approval of their shareholders 
and of the Lieutenant-Governor-in- 
Council on the report of the Ontario 
superintendent of insurance. This re- 
port calls for the amalgamation of the 
two companies and the reinsurance by 
the Toronto Casualty of all the Atlantic 
policics. The Toronto Casualty will also 
take over all business and assets of the 
Atlantic and assume all its liabilities. 
The agreement, when approved, will take 
effect as of October 1 and the basis of 
the amalgamation is an exchange of 
shares. 

CHANDLER SHIFTED TO COAST 

Gilbert V. Chandler, Jr., for some 
years past the industrial agency super- 
intendent of the General Accident, has 
been appointed by that company as dis- 
trict manager of its San Francisco 
agency with jurisdiction over Northern 
California. The San Francisco agency 
is the second largest of the General Ac- 
cident in volume of industrial premium 
collections. Prior to joining the General 
Accident, Mr. Chandler was stperinten- 
dent of the Massachusetts Bonding’s 
commercial accident department. 

FRANK McGUFFIE DEAD 

Frank H. McGuffie, contract engineer 
for the National Surety Co. at its Den- 
ver, Col., office, for the last three years, 
died October 17 after a lengthy illness. 
Before coming to Denver, McGuffie 
served the National Surety in Minne- 
apolis and New York. 
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Boston Casualty Course 
Starts On November 20 


FINE  LINE- UP © OF SUBJECTS 


Insurance Society of Mass. Donates 
$100 to Be Distributed as Prizes; 
A. W. Burke Chairman 





The _ third 
given in 
of the 
tion to cover the subjects recommended 
by the Insurance Institute of America, 
will be held Tuesday evenings, begin- 
ning November 20, at 6:15 P. M., and 
continue weekly through the winter. 

Subjects and lecturers are as follows: 
Burglary Insurance, to include develop- 
ment; definition of terms; underwriting 
and inspection; residence insurance; 
personal holdup; mercantile safe; pay- 
master and office and_ store ‘robbery; 
bank burglary and open stock; burglary 
and robbery loss procedure, Stephen 
McLaughlin, manager, burglary and 
plate glass department, Massachusetts 
Bonding & Insurance; plate glass insur- 
ance, Nelson H. Newell, general agent, 
Metropolitan Casualty, casualty statisti- 
cal methods and state returns, Charles L. 
Schlier, superintendent, actuarial depart- 
ment, Employers’ Liability; home office 
administration (a) underwriting proced- 
ure, Frank W. Martin, superintendent, 
workmen's compensation and liability de- 
partment, Employers’ Liability; home of- 
fice administration (b) general adminis- 
tration, legal, financial, executive, Ed- 
ward C. Stone, U. S. manager, Employ- 
ers’ Liability; workmen’s compensation 
insurance, to include conservation and 
accident prevention; safety organization; 
inspections, adjustment of and 
payroll auditing, Fred J. Murphy, secre- 
tary-treasurer, Boston Association of 
Casualty General Agents; correspon- 
dence, H. N. Rasely, secretary. Burdett 
Business College; sales, William L. 
Mooney, vice-president, Aetna Life & 
Affiliated Companies; and State Super- 
vision, Harold J. Tayler, counsel, Mas- 
sachusetts Insurance Department. 

The casualty courses are under the 
general direction of a committee consist- 
ing of Arthur W. Burke, Aetna Casualty 
& Surety, chairman; Ward I. Cornell, 
Hartford Ste am Boiler Insurance & In- 


year casualty insurance 
3oston under the aus- 


Insurance Library Associa- 


course 


pices 


losses 


spection Co.; H. F. Morse, Employers’ 
Liability; F. G. Farquhar, William A. 
Hamilton Co.; John J. Flynn, Massa- 


chusetts Bonding & Insurance Co.; R. 
A. Hodgsett, Travelers; James P. 
Parker, United States Fidelity & Guar- 
anty; W. C. Small, Royal Indemnity; 
D. W. Taylor, Indemnity Insurance Co. 
of North America; and Henry K. Met- 
calf, Maryland Casualty. 

The Insurance Society of Massachu- 
setts has placed in the hands of the edu- 
cational committee of the Insurance Li- 
brary Association $100 to be distributed 
in prizes to students in the evening 
classes receiving the highest marks in 
the examinations of the Insurance In- 
stitute. 


PROF. BLANCHARD. LECTURES 

Professor Ralph H. Blanchard, depart- 
ment of insurance, Columbia University, 
talked on Monday before the casualty 
course of the Insurance Society on “Cas- 
ualty Insurance Carriers.” Professor 
Blanchard presented a detailed analysis 
of the form of organization and method 
of operation of the various classes of 
carriers. His lecture was well received. 





ENTERED IN EIGHT STATES 

The Reliance Casualty of New Jersey 
was licensed last week in Pennsylvania, 
making eight states in which this com- 
pany is now entered. 

The Reliance has also leased space in 


the Industrial building, South Broad 
street, Newark, for its home offices 
which have been located next to the 


Newark Athletic Club at Park place. 








Georgia Casualty Company 
Atlanta, Georgia 
HARRY C. MITCHELL, President 


COMPLETE CASUALTY INSURANCE SERVICE 
APPLICATIONS FOR AGENCIES SOLICITED 








Hayes Optimistic On 
Surety Course Outlook 


BIG ENROLLMENT THIS YEAR 


Tells Insurance Institute That Greatest 
Need Is To Get More Executives 


Interested 





George E. Hayes, vice-president of the 
Union Indemnity, who is in charge of the 
surety lecture course of the Insurance 
was in an optimistic mood last 


week at the annual conference of the In- 
surance Institute of America when he 
presented the outlook for the year in 
the surety end of the institute’s educa- 
tional activities. Mr. Hayes said first 
that the class last year had an enroll- 
ment of 111 with an average attendance 
of ninety. Fifty-three registered for the 
examinations; thirty-four took them and 
made noteworthy marks; in fact, thirty- 
two had papers which were graded well 
up in the high eighties. 

Mr. Hayes observed that the ages of 
those enrolled ran from eighteen to fifty- 
five years, thus indicating that both 
young and older men were anxious to 
learn more about the business. He also 
had seven young ladies in the class. 

This year the outlook is even more 
encouraging in Mr. Hayes’ opinion. The 
first lecture a few weeks ago was at- 
tended by 124 with ten registrations since 
then. There are eleven young women in 
the class with the ages running as high 
as fifty-nine years. Mr. Hayes is im- 
pressed by the number of men who have 
been some time in the business and are 
still anxious to learn more. 

He told the educators attending the 
conference that the greatest need right 
now was to get the interest of the ex- 
ecutives. He has been pleased to see 
that some heads of companies are help- 
ing their employes with the expense of 
the course but believed that the student 
will get more out of it if he spends his 
own money. 

In closing, Mr. Hayes referred to the 
plan of giving the lectures in a con- 
tinuity form, saying that he believed this 
method to be a successful one. Although 
generalities can only be dealt in during 
the lecture, the students have the op- 
portunity to get the technical features of 
the particular subject being discussed 
from their own companies or from the 
library. Another method he has found 
satisfactory is the tutorial system, by 
means of which the students have an 
opportunity to review the lectures given 
after the course is over. 


Society, 


R. H. FURNER’S NEW POST 





Joins Constitution Indemnity As _ Its 
Philadelphia Metropolitan Branch 
Manager; His Career 
Ralph H. Furner has been made man- 
ager of the Philadelphia metropolitan 
branch office of the Constitution Indem- 
nity, succeeding Milo H. Nealy, who has 
been appointed to a post of importance 
in the company’s agency organization. 
Associated with Mr. Furner will be Rob- 
ert T. Rouse as assistant manager. Mr. 
Rouse was formerly superintendent of 
the bonding department. Stephen R. 
Prout remains as underwriter of casual- 

ty lines. 

Mr. Furner had his first insurance 
training with the Travelers and after 
completing its home office training school 
course he was assigned to the Cleveland 
branch office as special agent. He was 
next named manager at Columbus, O. 

In November, 1920, he was transferred 
to New Orleans where he became man- 
ager for the state of Louisiana and two 
years later was made manager for Wis- 
consin with headquarters at Milwaukee. 
In 1926 he became manager at Rochester 
and in February of this year came to 
Camden as manager for southern New 
Jersey, from which position he comes 
to the Constitution Indemnity. 





CATTARAUGUS AGENCY 
The Rich Agency, Inc., has been in- 
corporated for $20,000 at Cattaraugus, N. 
Y., with $20,000 capital. Charles J. Rich 
of that place is the principal stockholder 
and general manager of the new agency. 





Travelers Resignation 


(Continued trom Page 33) 
Travelers is confident that any changes 
that the home office may inaugurate and 
authorize in the future will be above 
criticism for the reason that they shall 
be in accord with the fundamental ob- 
jects of the National Bureau of Casualty 
& Surety Underwriters as set forth in 
the bureau constitution. 

“A large measure of responsibility for 
saving the company from criticism in 
consequence of this important action 
rests with the Travelers field organiza- 
tion. The company is confident of your 
ability to uphold its position as a pro- 
gressive and constructive force in cas- 
ualty insurance.” 

The resignation will not become effec- 
tive according to the constitution of the 
Bureau until six months from the date 
it was presented. 











| ALEXANDER GREENE & CO. 


Established 1909 


Automobile and Casualty Underwriters 
83 Maiden Lane, New York 








Metropolitan Automobile Managers 
Inland Marine Agents 
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Home Fire and Marine Insurance Company 
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Union Indemnity Company 














ELECT P. C. VICE-PRESIDEN? 3 





Union Indemnity Names W. M. Cu 
and M. D. Smith For Los An 
geles Post 
The Union Indemnity has elected \\j]- 
liam M. Curran and Merle D. Smit’ 
its resident vice- presidents at Los \n- 
geles and at the same time they | 
been appointed by the Northwestern | 
ualty & Surety to similar positions. 
Mr. Curran was formerly manag: of 
the surety department of Matt T. n 
cha & Co. and joined the Union i, eine 
nity when its new southern Califo: via 
branch office was established at Los ‘\n- 
geles. Mr. Smith was formerly treasirer 
of the International Indemnity and c 
to.the Union Indemnity when the In‘+e 
company bought the business of the In- 
ternational. Both of these men are wide- 
ly known in insurance circles throughout 
the Pacific Coast. 





TO START IN TWO MONTHS 

The Alliance Casualty of Philadelphia 
expects to begin actual operations within 
the next sixty days. 


Col. Stoddard’s Report 


(Continued from Page 33) 
spected each other, nevertheless feared 
that under the rules they might lose 
business. This situation was largely due 
to the brokers who told company mana- 
gers that they would take their business 
elsewhere unless excess commissions 
were paid. 

Col. Stoddard said he soon realized 
that the success of the rules depended 
upon creating and maintaining complete 
trust between the company managers 
that would withstand all attacks by those 
who were interested in seeing the rules 
fail. He added that this desired confi- 
dence between company men had been 
obtained in New York City. 

Investigated All Rumors 

Continuing, he said: “I soon decided 
that part of my duty as arbitrator was to 
investigate suspicions and rumors. I en- 
couraged not only company men but also 
brokers to pass on to me such suspicions 
and rumors as to violation of the rules. 
I was prepared to get the proof for my- 
self in each instance. At first I had need 
for many investigations. But now these 
rumors have ceased because during the 
past eight months I have been asked to 
make no investigations due to lack of 
trust on the part of one company mana- 
ger in another. They are in complete 
harmony with each other. 

“One of the advantages of an arbitra- 
tor is that he can take action which can 
not be taken by a company man for fear 
of retaliation by agents and_ brokers 
Some impersonal entity entirely detached 
from the companies must undertake such 
movements and the arbitrator may well 
lead in such a movement without incur- 
ring the hostility of producers against 
any one company. The arbitrator must, 
however, be fair to the producers and 
must maintain their confidence.” 

Col. Stoddard emphasized that he al- 
ways disliked to see an insurance depart- 
ment brought into differences between 
companies, his feeling being that the 
companies should manage their own bus!- 
ness. Sometimes, however, the compa- 
nies have battles which land all parties 
in the insurance department and th is an 
arbitrator can prevent, in Col. Stoddard’s 
opinion. He felt that the arbitrator may 
be used for the adjustment of many dif- 
ferences which otherwise might be | ired 
before some insurance commission © of 
some legislative body. 

Concluding his report, Col. St ‘ard 
was warm in his praise of the cc’ 1pa- 
nies, saying that he could not have suc- 
ceeded if it had not been for their 0m- 
plete support. Likewise, he congrat: sted 
the members of the New York A: “1cy 
Committee for having brought abou! vhat 
practically amounts to a 100% comp’ ance 
in New York City with the acqu’ ‘tion 
cost rules. He said: “The worst spot 


in the United States has become th: best 
spot.” 
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Something ALL AGENTS Can Sell 
THE MERCHANTS PROTECTIVE BOND 


1. 


4. 








Ten Different Forms of Protection in ONE BOND 
WHAT IT COVERS 


DISHONESTY 


—$100.00— 


INSIDE HOLD -UP 


—$100.00 — 


OUTSIDE HOLD-UP 


—$100.00— 


SAFE DAMAGE 


oon 
FORGERY 
FA KE MONEY 
CASH REGISTER 
PLATE GLASS 
Socks & Sates 


10. REWARD 


—$100.00— 


Insures you against loss thru larceny or embez- 
zlement of money or personal property occurring 
upon your premises by any of your employees. 


Insures you against loss of money or personal 
property thru hold-up while your place is open 
for business. 


Insures you against loss of money or personal 
property thru robbery or hold-up of you or any 
of your employees while transportiig money or 
property belonging to you within twenty miles of 
your place of business. 


Insures you against loss of money or personal 
property thru the forcible opening of your safe, 
when you are not open for business 


Insures you against loss thru forgery of your 
siznature to your personal or business checks, also 
insures you against loss by altering or raising of 
such checks. 


Insures you against loss thru the acceptance of any 
United States counterfeit money. If youtakeina 
bad $50.00 bill, we will give you a good one for it. 


Insures you azainst | ss thru damage to your cash 
register by forcible entry. 


Insures you against loss thru damage to your plate 
glass doors, bars, locks, metal screening, etc., thru 
felonious and forcible entry into your place of 
business. 


Insures you against loss to stock and fixtures 
caused by the forcible entry to your safe by the 
use of explosives 


The New York Indemnity Company will pay a 
reward of $100.00 to anyone who will give in‘or- 
mation leading to the arrest and conviction of any 
person committing burglary, robbery or murder 
upon your premises. 


$1000.00 TOTAL Premium for One Year $17 50 


Less than 34 cents a week 


» 





Just tear out this advertisement, write your name 
al aid address an the margin, mail it, and we will 


end you aspecimen policy and further information. 


New York Indemnity Company 


Witttam B. Joyce, Chairman 


115 BROADWAY, NEW YORK CITY 


Spencer We Ton, President 
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Compensation Premiums 
In New York $495,498,755 


TOTAL EARNED _ SINCE 1914 





Beha’s 1928 Legislative Report Points 
To Incurred Losses of $309,358,587; 
Loss Ratio of 62.4% 





One of the features of Part III of Su- 
perintendent James A. Beha’s 1928 re- 
port to the N. Y. legislature is a special 
supplement devoted to the experience 
in New York State on workmen’s com- 
pensation insurance, showing that pre- 
miums earned by all carriers for the 
thirteen and a half years since the law 
has been in force in the state totalled 
$495,498,755. Losses incurred were $309,- 
358,587 while the loss ratio was 62.4%. 

Divided into classes of carriers, the 
non-participating companies earned 
$345,659,369 in premiums for this period 
of time with losses incurred of $218,- 
610,373 and a loss ratio of 63.2%. Par- 
ticipating carriers produced $149,839,386 
in earned premiums and had incurred 
losses of $90,748,214 and a loss ratio of 
60.6%. 

The individual experience of the stock 
companies is as follows: 























A Progressive 


SURETY anp CASUALTY 


Company 








HOFFMAN NOW A COLONEL 


George L. Hoffman, assistant claim 
manager for the Travelers in its Louis- 
ville division, is now Colonel Hoffman, 
having received a commission as colonel 


on the staff of Governor Flem D. Samp- 


son, of Kentucky. 








Aetna Casualty & Sorety... 20.20 ccccccsccsecee 
Aetna Life 
PTI SEER, boven cen ssemsioncskenenes 
DEE, GOOD. 6.00 sb ccceccevcsdesvcncce 


CCemteey EMC UIGY oe oo. 0'6 00151000 0s oe ccc ene 
Se ee eT errr ria 


NED NID ido vncccws ccc nennse0 ee 
Constitution indemnity 


Eagle Indemnity 
Fidelity & Casualty 
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Globe Bndemnity ....0<00600<05: 
Great American Indemnity .. 
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Indemnity Insurance Co. of N. A. .........06 


Independence Indemnity ...........ececeeees . 


London Guarantee & Accident.............+++ 
London & Lancashire Indemnity ............ 
SUNN AUR ooo oc cuiiewans onsen cakweais 
Massachusetts Bonding 
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a Rar a ere 
Northwestern Casualty & Surety ............. 
Norwich Union Indemnity 
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Premiums Losses Loss 
earned incurred ratio 

$514,954 $327,185 63.5 
37,793,299 22,458,624 59.4 
269,356 267,005 99.1 
4,778,007 2,990,690 62.6 
16,595 19,825 119.5 
1,910,454 1,469,141 76.9 
4,326,318 2,359,774 54.5 
1,699,050 1,082,231 63.7 
977,973 856,793 87.6 
30,346,427 18,359,277 60.5 
15,934,117 9,883,014 62.0 
4,964,720 3,433,984 69.2 
17,702,398 10,614,460 60.0 
236,677 157,236 66.4 
10,243,030 6,726,781 65.7 
5,620,874 3,054,566 54.3 
2,816,850 1,636,704 58.1 
15,099,216 10,615,783 70.3 
1,088,837 686,003 63.0 
15,609,565 10,753,858 68.9 
2,291,479 1,439,034 62.8 
1,717,206 1,301,061 75.8 
7,919,184 5,223,309 66.0 
2,277,409 1,790,584 78.6 
448,102 380,259 84.9 
817,650 564,012 69.0 
12,653,699 7,913,357 62.5 
561,133 373,298 66.5 
12,465,301 8,285,495 66.5 
10,300,418 6,429,710 62.4 
554,859 458,344 82.6 
84,251,061 51,964,609 61.7 
2,256,384 1,609,477 71.3 
6,680,242 4,187,886 62.7 
17,072,810 11,466,941 67.2 
618,312 328,926 53.2 

10,825,299 7,141,137 66.0 





JOINS UNION INDEMNITY 

G. M. Anderson has been appointed by 
the Union Indemnity as its special agent 
for the states of Tennessee and Ken- 
tucky. Mr. Anderson was formerly as- 
sociated with the Fidelity & Casualty 
and the Hartford Steam Boiler Inspec- 
tion Insurance. He has an _ intimate 
working knowledge of conditions in the 
territory he will travel and the company 
believes that he will be an asset in stim- 
ulating the production of new business 
and making investigations in the field. 


Jersey Motor Club 


(Continued from Page 1) 


National Bank and counsel of the Bor- 
ough of East Newark; assistant secre- 
tary, Philip Rose, president, Rose Pub- 
lishing Co., Newark; assistant treasurer, 
Emanuel London, president, United 
Service Advertising; medical director, 
Dr. Aaron E. Parsonnet, attending phy- 
sician, Newark Beth Israel Hospital; 
general- counsel, Samuel G. Meisterman, 
general counsellor at law. 

The office of the company is located 
in the Military Park building, 60 Park 
Place, Newark, and it is expected that 
the new organization will start to write 
business about the first of the year. 


N. J. COMPENSATION AWARDS 
totaling $1,800 was 
awarded last week in Jersey City in 
nine small cases which came before the 
Workmen’s Compensation Bureau. 
highest award totaled $425. 


Compensation 





The 


INSURANCE SOCIETY PRIZES 





T. J. Grahame Awards Students Having 
Best Exam. Papers; D. M. Doughty 
Gets Alumni Prize 

Insurance Society prizes for the best 
1928 examination papers in casualty and 
surety were awarded last week by 
Thomas J. Grahame, chairman of the 
committee on prizes to the following: 

First year casualty: Floyd N. Dull, 
vice-president, Commercial Casualty, 
donor. First prize, Harmon A. Joseph, 
Nestles Food Co.; second prize, Francis 
D. Neumann, Ocean Accident & Guar- 
antee Corporation; third prize, John 
Riddell, Norwich Union Indemnity. Hon- 
erg mention, George E. Decker, Aetna 

ife. 

First year suretyship: F. Wade 
Hughes, vice-president, Royal Indemnity, 
donor. First prize, Donald M. Doughty, 
Indemnity Insurance Co. of North Am- 
erica; second prize, E. Dale Stewart, 
National Surety; third prize, Oakley 
Myers, United States F. & G. Honor- 
able mention, Donald F, Harned, Met- 
ropolitan Casualty. 

Insurance Institute of America alum- 
ni prize (given for the best set of ex- 
amination papers throughout the coun- 
try), Donald M. Doughty, Indemnity In- 
surance Co. of North America. 

Waldemar J. Nichols prize for 1928, 
James Beveridge Thomson, Globe In- 
demnity, Montreal. Honorable mention, 
John A, Moore, -Aetna Life. 





ISSUES HANDY RATE CHART 


The Royal Indemnity is sending out 
to New York City brokers its handy rate 
chart containing the new rates effective 
October 15 on all new and renewal per- 
sonal, hold-up and residence burglary 
policies. 





HAS 36 BRANCH OFFICES 


The U. S. F. & G. now has thirty-six 
branch offices. The latest one is in Bir- 
mingham, Ala. Lee McGriff is man- 
ager and Garland P. Moore assistant 
manager. 
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Accident Severity 
Drops in N. Y. State 


EMPLOYERS SAVE $2,009,000 





Average Compensation Award Was $108 
Less This Year Than Three Yex-; 
Ago, Says Hamilton 





Although the total compensation pay- 
ments in New York State for the past 
four years have remained practically con- 
stant, the number of injured workers 
who benefited by the law has increased 
from 76,000 three years ago to 93,5() for 
the year which closed in June, 1926. 

State Industrial Commissioner james 
A. Hamilton in a statement last weck in- 
dicated that injured workmen were 
awarded $28,000 in compensation for 
wages lost through industrial accidents 
during the past year. This is something 
less than two-thirds of the actual wage 


- loss that was suffered by the workers, 


because compensation is payable at most 
for only two-thirds of the worker’s usual 
wages. 

The decline in the severity of accidents 
is shown most strikingly in the most se- 
rious cases. Three years ago the avers 
age award in such permanent injurie. 
was $883. It went down rapidly during 
each of the two succeeding ars, tc $758 
a year ago. This -ar the.e was an in- 
crease again but even so the average 
award of $775 was $108 less than the 
average award three years ago. If this 
decline in the average severity of maim- 
ing accidents had not occurred, employ- 
ers would have had to pay out nearly 
$2,000,000 more in compensation for 
maiming accidents alone. 

The records of compensated cases 
show strikingly one force that is t :nd- 
ing to bring down the cost of indus.rial 
accidents. There are about fifteen main 
types of machines that account for; : 
than half of the machine accidents iu all 
industries. Power presses, power s.ws, 
jointers and planers, abrasive whecls, 
food chopping machines and the like are 
the instruments that cut off workers’ 
hands and fingers or cost them the sight 
of an eye. The record of the last few 
years shows a remarkable improvement 
in the number of accidents charged to 
these machines while accidents from 
other causes were mounting so rapidly. 





HAS TWO NEW ACCIDENT FORMS 


The Commercial Casualty has prepared 
two new accident and health policies 
which are expected to meet ;with popu- 
lar favor in the field. Its new complete 
disability form replaces the old policy 
of the same name and has the added fea- 
ture of providing an additional five years’ 
indemnity at one-fourth the monthly in- 
demnity after five years’ indemnity for 
total disability due to accident has been 
paid. 

The Guardian disability policy is de- 
signed for those people who feel finan- 
cially able to take care of themselves 
in the event of disability lasting for only 
a few days. It does not provide indem- 
nity for the first week of disability and 
no provision is made on the rate sheet 
for the attachment of a rider to cover 
the first week. Because of this elimina- 
tion feature the company is selling this 
policy at a much lower cost than the 
new complete disability form. 





AMERICAN REINSURANCE GAINS 


The American Reinsurance, under the 
direction of Ream, Wrightson & Co, 
New York, its new management, reports 
that during the third quarter of 19.8 its 
business maintained the same rate of 
growth as in the first six months o/ the 
year. And for the nine months ending 
September 30, 1928, the premiums / the 
company were in excess of those writ 
ten for the entire year of 1927. 

Directors of the company have de- 
clared the quarterly dividend of 75 cents 
per share on the capital stock oi! the 
company, payable November 15 to sto 
holders of record November 1. 
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